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ACTUARY WOLFE AND HIS EXAMINATIONS. 


The various examinations made by Actuary 
Wolfe of New York at the instance of the in- 
surance departments by which he is employed, 
always seem to bring to light incipient tenden- 
cies in companies which perhaps need to be 
checked, but which are magnified very largely 
by the examiner. In the course of his exam- 
inations, Actuary Wolfe no doubt has found 
certain courses pursued by companies that per- 
haps need correction. 

In his recent examination of the Northwest- 
ern Life & Savings Company, while he may 
have found a few minor deficiencies that 
needed to be improved, yet we believe that, on 
the whole, his report has done that company 
an injustice. As we view it, the province of 
an insurance department is to build up and 
conserve and not tear down. The Northwest- 
ern Life & Savings has hundreds of policy- 
holders in the States where it is operating who 
have been putting their money into the com- 
pany year by year, it acting as a sort of savings 
bank. The examiner finds some of the old 
literature of the company, which gives esti- 
mates which he considers are exaggerated, 
and yet these estimates were discontinued vol- 
untarily by the company a few years ago. He 
holds up to scorn practices of the company 
that have been abandoned. The published re- 
port holds out these phases of the company as 
deserving of bitter criticism. We do not see 
that any good whatever has been accomplished 
in condemning courses of action and estimates 
that the company no longer uses. If these old 
practices were used in the field, which perhaps 
they were, the officers have seen that they 
should be abandoned for the good of the com- 
pany and quit them. The report also calls into 
question the alleged profits that have gone to 
stockholders. If such profits have been made 
the company has kept within the policy con- 
tract and has not encroached upon the policy- 
holders’ funds. 

Actuary Wolfe, in making an examination, 
seems to believe it necessary to find some de- 
fect in a company, large or small, and, when 
he discovers it, he gives it a thorough airing. 
The recent report of the Northwestern Life & 
Savings has accomplished no good whatever. 
It only serves as a weapon in the hands of 
competitors and disturbs the policyholders 
when there is no need of it. The directors of 
the company are all well-known business men 
of unquestioned integrity. The officers are 
men of honesty. Actuary Wolfe shows that 
the company is in sound financial condition, 
and just what object could be gained in con- 
demning abandoned practices of the company 
in a public report is hard to see. 

The real value that comes from an examina- 
tion is for the insurance department to make 
suggestions to the company if it believes that 
certain corrections need to be made. When 
this is done, benefit is derived by the policy- 
holders and the company goes ahead, strength- 
ened thereby. We believe that the province of 
a department, when it finds irregularities, is to 





quietly inform the management and see that 
they are made good. If they are not improved, 
then is the time for exposure. The invest- 
ments held by a company are of too great im- 
portance to be disturbed by undue publicity 
over matters that could have been easily cor- 
rected without sensational publicity. 

When Superintendent Drake of the District 
of Columbia examined the National Life, U. 
S. A., he found the company in an unsatisfac- 
tory state. He worked with all his might to 
get the stockholders to put up money and save 
the company. In his report he refrained from 
criticism that he knew. would harm the com- 
pany and work havoc for the policyholders. 
Instead he saved the company. He told the 
management what weaknesses there were, and 
they have been corrected. Had Actuary Wolfe 
examined the company it probably would have 
been in a receiver's hands long before this. 

If the Northwestern Life & Savings had 
started in any course that was not to the ben- 
efit of its policyholders, and such does not ap- 
pear to be the case from the text of the ex- 
amination, the officers would certainly have 
been glad to accede to any reasonable request. 
The criticism of past actions that have been 
discontinued, and the magnifying of minor de- 
tails that could easily be corrected, only brings 
harm to the policyholders, who are the real 
parties of interest. 

We do not believe that an insurance depart- 
ment should expose any company that shows 
a disposition to set its affairs right and which 
is honestly managed. Its exposure should 
never be the step to be taken by a department 
unless the policyholders’ interests are to be 
benefited or conserved thereby. The sensa- 
tional examination is the worst thing that can 
happen to those who have their funds invested 
in an insurance company. There come times 
when exposure is necessary in order that the 
public may be warned. Such was not the con- 
dition in the Northwestern Life & Savings. 


ARSON AND FIRE WASTE. 


The effort on part of different States to se- 
cure fire marshal laws and of cities to establish 
fire coroners or to strengthen the fire inspec- 
tion branch of the municipal government is 
one that is being heartily endorsed by the 
fire insurance companies. Various examples 
have been cited to show that the loss ratio is 
really greatly reduced where moral hazard and 
extreme carelessness are eliminated. Forty 
per cent of the losses in this country are 
probably due to incendiarism, either on part 
of the owner, his enemies or firebugs who hope 
to accomplish something by their acts and the 
carelessness of property owners or their ten- 
ants. It can be seen what a great effect it 
would have on fire insurance rates if the fire 
loss due to these doubtful causes were re- 
duced even a third. If the laws encouraged 
the prosecution of arson and protected those 
who attempted to ferret it out much could be 
accomplished in running down incendiaries. 
Under existing conditions it is very difficult 
to procure conviction for arson. 





MISCELLANEOUS NOTES. 


A bill is ready for presentation in the In- 
diana Legislature to make it a misdemeanor 
to solicit insurance in the State for a Lloyds 
or any other unlicensed concern. 


The Ben Franklin Fire Insurance Company 
has entered Illinois and will likely write rein- 
surance business outside of Cook county. John 
Naghten & Co. will be the Chicago agents and 
will handle the reinsurance department. 


The directors of the Travelers’ Insurance 
Company held a meeting at New York Mon- 
day and determined to advance the dividend 
rate to 20 per cent (5 per cent quarterly), to 
commence with the dividend payable March 31, 
next. Hitherto the company has been paying 
2% per cent quarterly and 5 per cent extra in 
December. 





AZTNA AND TRAVELERS WIN A VICTORY. 
Missouri Attorney-General Decides They 


Can Write Emplojers’ Liability 
Under the Existing Laws. 


The first victory for the Aftna Life and 
Travelers as to whether they can write lia- 
bility business without a specific law author- 
izing that class has been gained in Missouri, 
where the attorney-general of that State has 
submitted a ruling holding that the companies 
have a right to engage in employers’ liability. 
It was stated that an opposite decision would 
be given in that State and hence the com 
panies are proud of their victory. No decision 
has been rendered in Illinois, although the 
hearing was held three or four weeks ago. 
The department seems to be in doubt as to 
what course to pursue and would prefer to 
have the matter fought out in the courts. In 
Ohio, no doubt, the matter will have to be 
adjudicated in the courts, but the companies 
are licensed pending a decision. 





FIELD MEN TO HOLD A MEETING. 

The Illinois State Board and Illinois Field 
Club will hold a joint meeting March 9, to se- 
cure volunteers to get surveys for the applica- 
tion of schedules. A general discussion of the 
schedules will take place. Much complaint is 
being heard all over the state at the delay in 
getting new rates, and the pressure is getting 
to be about all the traffic will bear. 





SERIOUS SITUATION IN ARKANSAS. 

Owing to the passage of the King anti-trust 
bill in the Arkansas Senate, with the confident 
expectation that it will pass the House, as a 
similar bill has already passed that body, com- 
panies are preparing to leave the state, and 
agents are panic-stricken. The bill provides 
that a company must file an affidavit that it be- 
longs to no tariff organization the world over. 





MILWAUKEE LOCAL BOARD BA‘ QUET. 

The Milwaukee Local Board held its annual 
banquet Tuesday evening with His Royal Lu- 
minosity, President Aug. Rebhan as manipu- 
lator of the gavel. E. J. Tapping spoke as did 
Dr. William Emanuel Golden of the Manches- 
ter, F. War-whoop Williams of the Aachen 
& Munich, Insurance Commissioner Host., 
W. T. Durand, Fire Chief Meminger and 
others. Clarence Socrates Pellet, the Chicago 
local agent, who fires oratorical pyrotechnics 
merely for pastime, was the speaker of the oc- 
casion, dwelling on the benefit of a fire coro- 
ner. 





RUNS AGAINST THE WILDCATS. 

The Lawrence Improvement Company at 
Wooster, Ohio, which had a recent loss, is 
said to be having considerable trouble in col- 
lecting its insurance from the following un- 
authorized companies, which had lines on the 
risk: Merchants and Manufacturers of Dela- 
ware, Standard Lloyds of New York and Chi- 
cago, Fire Association of New York and Chi- 
cago, Germania Fire of Chicago and West 
Virginia. 





PECULIAR FORS1 OF FIRE INSURANCE, 

A peculiar form of fire insurance has come 
to light at Chicago, where an agent placed a 
large line, the premium being $15,000. The 
assured desired policies guaranteeing the pay- 
ment of the unearned premium in case he had 
a loss that would cancel the insurance. It is 
stated that the Traders and Royal issued such 
policies. This is a rather novel form, which 
may come into greater use in the future. 








8 


THE WESTERN UNDERWRITER. 





February 26, 1903- 








OHIO LOCAL AGENTS’ ANNUAL MEETING. 


FEATURES OF THE 


J. Gano Wright of Cincinnati Is chosen President for the Ensuing Year—Reports by 
Counties Form a Most Interesting Part of the Proceedings and Bring Out the Real 
Difficulties Companies Are Criticized for Some Practices—Compulsory Coinsurance 
Is Emphatically Condemned—Kesolutions Adopted Express the Sentiment of the 
Buckeye State People—Extreme « old Weather Keeps Many Members Away. 


HE seventh annual convention of the 
Ohio Association of Local Fire In- 


AA (G 
“~~ 
surance Agents was not as largely 


3S attended as many of its predeces- 
sors, nor was there any great amount of feel- 
ing displayed at any time during the session. 
But it must not be judged from this that in- 
terest in the association is on the wane. The 
smaller attendance than usual was due to two 
causes—the weather and the fact that the or- 
ganization has got past the effervescent stage. 
A day before the convention it was evident 
that as many agents would not be present as 
there was reason a few days before to expect. 
The mercury was way below zero in many 
parts of the State, railway traffic was badly 
disorganized, and most of the delegates who 
did attend did so only after long and uncom- 
fortable trips. The loyalty of the members 
was put in the balance by that weather and 
was not found wanting. 

No Lack of Interest Is Seea. 


The absence of heated argument and wild 
enthusiasm was not from want of interest. 
There is nothing very exciting about reaffirm- 
ing what a body has affirmed for several years. 
That is what the convention had to do. The 
evils it is fighting are still there, though miti- 
gated in some cases, and there is nothing to do 
but to recite the old articles of association faith 
and make a declaration such new issues 
as may have arisen. The chief new issue is 
compulsory coinsurance. The agents are nearer 
the people than the managers are, and they 
know better how they feel and what they are 
likely to do. The agents simply served notice 
on the managers that if they do not keep faith 
with the public in leaving coinsurance per- 
fectly optional with the assured, as was prom- 
ised at the time the anti-coinsurance law was 
being repealed, they may look for the re-enact- 
ment of that law at the next session of the 
Ohio Legislature. 


on 


Several Field Men Were Present. 

Some fifteen or twenty field men were in 
Columbus during the session, to the satisfac- 
tion of the local agents and their own benefit. 
There was a little heart-to-heart talk in the 
morning, when the locals told the specials 
some of the things they thought they were re- 
sponsible for, and another in the afternoon, 
when the specials told the locals how much 
they thought of the association, and both sides 
were sincere in what they said. 

President Neale called the meeting to order 
in the auditorium of the Great Southern Ho- 
tel at Columbus on the morning of Thursday, 
February 19. About forty delegates were 
present at the opening, but the number in- 
creased to seventy or eighty before noon. 


President Neale’s Address. 


After the routine opening business, Presi- 
dent Neale delivered his annual address. After 
reviewing briefly the growth of the association 
in Ohio, covered more fully in the report of 
Manager Ross, and the repeal of some obnox- 
ious laws since the last convention, he con- 
gratulated the members on the fact that there 
is no session of the Legislature this winter. 
The anti-compact and valued policy laws 
should be repealed, as should the law taxing 
companies for the support of the fire marshal: 
but he considered it best to let the valued 
policy law stand until the public wakes up to 
the fact that it is paying a good price for keep- 
ing it in force and takes action of its own vo- 
lition. The association’s finances are in an 
improved condition, but there is room for still 














CONVENTION OF STATE ASSOCIATION AT COLUMBUS. 


further improvement, and the agents now on 
the outside were appealed to to come in and 
help bear the expense of the work whose ben- 
efits are as much to them as to the members 
of the association. On some other important 
matters, Mr. Neale spoke as follows: 


Insurance Bus'ness Has Been Profitable. 


“We have enjoyed an exceedingly prosper- 
ous year in all branches of trade, but it has 
been said of fire insurance that it is the ently 
business that is not able to stand prosperity. 
Within two years it was found to be abso- 
lutely necessary to largely increase rates. The 
machinery could not be set in motion quick 
enough last year to put the business upon a 
profitable basis. Fortune has favored us, how- 
ever, and our companies were able to close 
their books this year with the balance upon 
the right side of the ledger. Yet what an 
anomaly confronts us. With the first profit- 
able year in a series of unprofitable years just 
closed there are ominous-looking clouds aris- 
ing upon the fire insurance horizon. But a 
few short months ago liberal advances were 
deemed necessary all along the line to save the 
business, to save the big companies from fur- 
ther uncomfortable decreases in already re- 
duced surplus accounts, to put a stop upon the 
further exodus of foreign capital and to save 
some of the smaller companies from absolute 
ruin. But with only one good year, just 
elapsed, there is apparent an undercurrent of 
restlessness that bodes ill for the business. It 
is indeed too bad that such a state of affairs 
should have been precipitated so soon after 
local agents were informed in no uncertain 
sound that radical advances were absolutely 
imperative. 

Sets Forth the Human Element. 


“We are all humanly selfish, but this trait, 
overdeveloped, will beget greed. Companies 
are not abstract propositions; they are domi- 
nated by human agents called managers, who 
in turn appoint, to represent them, local agents, 
who are also human. Both of these classes of 
agents are generally ambitious to increase their 
business interests. This ambition per se is 
laudable. All, however, are not willing to use 
fair means to attain the desired end, and this 
is where the trouble lies. One will violate his 
obligations to his fellows on the sly, others 
more open-handedly and with impunity, and 
still others will not take upon themselves any 
of the obligations due to the great whole, be- 
ing willing to receive the benefit accruing from 
the association of others, while remaining on 
the outside a free lance themselves. This is 
not claiming that the insiders, as things exist 
today, are altogether right, nor that the out- 
siders are altogether wrong. It is simply the 
statement of an unfortunate condition that 
ought, and some of us think could be largely 
remedied. Even prosperity cannot long endure 
wilfully violated pledges. Such violations, in 
most cases, are contemptible and are almost 
certain to bring disaster. Violations of con- 
fidence indulged in by companies or agents 
will sap and destroy the greatest prosperity 
that ever existed, and permit me here to add 
what I believe to be true, that a violated pledge 
undetected may be more far-reaching in its evil 
effects than the broken pledge discovered. 


Wants Fair Rates Maintained. 


“Tt is no doubt true that some rates have 
been advanced to too high a figure, and that we 
shall soon have unpleasant and unscrupulous 
competition, but don’t too easily yield to such 
advices, which we used to hear from some 
managers and specials: ‘Protect our business.’ 
Don’t yield too easily to the temptation of 
making indiscriminate competing rates. Let 
us hope that wisdom will prevail with both 
companies and agents and that when the wave 
of prosperity commences to recede and the 
troublous times come, we shall be able to meet 
the situation calmly. 

“Aside from the matter of honor, the key 
to this situation is an equitable rate, Our 








patrons don’t expect ‘good indemnity at less 
than cost. Of course, they will take it if we 
are foolish enough to thrust it on them, but, 
nevertheless, as a general proposition they are 
willing to pay a fair price. It also goes with- 
out saying that they will not long pay too 
much for even good indemnity. 


Rates Have Not Been Equitable. 


“We must all admit that our rates in the 
past have not been either equitable or business- 
like. They have been too changeable, too un- 
stable. The rapid growth of our country, to- 
gether with new inventions and ever-changing 
methods and processes, as a matter of course 
have affected our rates, but these things will 
not excuse us altogether for our past system, 
or, shall we say, lack of sufficient system in 
ratings. I think it is safe to say that we have 
made some advancement along this line, how- 
ever, and while many of the schedules now in 
use were gotten out too hastily to be perma- 
nent, let us hope that they will be as speedily 
corrected or superseded as may be done with a 
view to sound judgment and permanency. As 
fast as equitable rates can be established, don’t 
let us allow ourselves to stand in the way of 
their application, but rather may it be that, for 
the good of our business, that all underwriting 
interests shall co-operate so far as it may be 
permissible to raise rates that we know are too 
low and reduce those that we know are too 
high. I believe we are coming nearer this 
goal. 

Can Give Reasons for Tariff. 

“We are approaching the time when we can 
give a reason for the rate we ask, and when 
the competitive rate upon the individual risk 
shall be obsolete, as it should be, for the com- 
petitive rate is not a fair deal to all the other 
people who stand by us and pay the tariff. 
And now permit me to remind you that in 
very many respects our business is different 
from other lines of business, and in the matter 
of prosperity is not altogether dependent upon 
them; but there are broad principles which 
cannot be violated with impunity underlying 
all our business relations. Let us build upon a 
foundation of honor an intelligent, explainable 
and defensible rate; be fair as between our- 
selves; be fair with our companies; demand 

airness from them, and be fair with the pub- 
lic, and we shall certainly have a right to ex- 
pect a reasonable share in the prosperity that 
surrounds us.” 

Touches on Preferred Rates. 


At one point in the reading of his address, 
Mr. Neale interrupted himself to say some- 
thing on the subject of preferred rates. His 
remarks were excellent on this “hobby” of 
his, as he referred to it, and they called forth 
some applause; but it was evident that there 
was no such strong feeling in favor of re- 
ducing rates on preferred business as was 
manifest at the national convention at Louis- 
ville. It may be well doubted if, down in their 
hearts, most of the delegates want such a rate 
reduction. There are some from the large 
cities that really do, but the greater number 
from the smaller cities and towns, where they 
have no multiple agencies and solicitors to get 
rid of, are not in favor of selling the cow that 
gives the best milk to the bologna sausage 
factory, as West Alexander of Canton ex- 
pressed it. It was noticeable that many of the 
delegates who reported from the counties, re- 
ferred to the low rates on dwelling houses 
never as a step in the right direction, but in- 
variably as an evil they hoped would be over- 
come. 

Report of Manager A. P. Ross. 


Manager Ross submitted his report of the 
year’s progress. The conditions are generally 
good in Ohio. At many points where trouble 
existed order has been restored. Rates are 
generally being maintained, although there are 
breaks in some places. The membership of the 
association shows a small but healthy increase 
for the past year, and indications point to more 
rapid growth the coming year. Twenty-seven 
per cent of the agents in the State are now in 
the association, and, if sub-agents and little 
side issue men are omitted, forty-one per cent. 
In the past year not very many counties have 
been organized. Mention was made of the loss 
to the executve committee by the resignation 
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of E. F. Draper of Portsmouth, and the death 
of Allen Hellawell of Youngstown. 

Treasurer Bryson reported receipts of about 
$4,270, payment of some debts and a small bal- 
ance in the treasury. 


Various Committees Are Appointed. 


On motion, the president appointed commit- 
tees as follows: On resolutions, Thomas H. 
Geer, Cleveland; Charles D. Kidd, Dayton; 
Col. John C. Bloomfield, Akron; George W. 
Stieg, Toledo, and C. W. Bryson, Columbus. 
On nominations, Louis E, Guntrum, Cincin- 
nati; W. J. Hill, Steubenville; George R. Mc- 
Connell, Troy; Robert Boyd, Coshocton; C. 
L. Flanders, Marietta; George H. Owen, East 
Liverpool. 

The remainder of the forenoon session and 
the early part of the afternoon were taken up 
with the reports from counties. 


Presented and Adopted. 


When the roll call of counties had been 
completed, the committee on resolutions made 
its report. The committee’s views were those 
of the association, for President Neale’s sug- 
gestions be acted on singly did not meet with 
favor, and, as soon as they had been read, they 
were unanimously adopted as a whole. Chair- 
man Geer reported for the committee as fol- 
lows: 


Resolved, That the thanks of the members 
of this association be and are hereby tendered 
our officers and committeemen for the faithful 
performance of their duties during the past 
year, and that we appreciate that many of the 
improved conditions of the insurance business 
of to-day in our State are due to their zeal and 
loyalty to the principles of our association. 

Resolved, That we reaffirm our former reso- 
lutions upon the subject of multiple agencies 
and favoring the repeal of the anti-compact 
and valued policy laws. 

Resolved, also, That we specially recom- 
mend and urge the amendment of the fire mar- 
shal law by eliminating the provision assessing 
upon fire insurance companies, under an addi- 
tional tax levy of % of 1 per cent, the expense 
of that department, and providing instead for 
such expense out of the funds regularly col- 
lected under the 2% per cent tax, already suf- 
ficient to furnish all that is required to support 
both the insurance and fire marshal depart- 
ments. 

Resolved, That we deprecate the action of 
those companies which demand the application 
of the coinsurance clause to certain risks, re- 
fusing to write same otherwise, and that we 
beg to remind such companies that the repeal 
of the anti-coinsurance law was secured un- 
der a promise that coinsurance should be en- 
tirely optional with the assured and that failure 
to abide by the agreement will surely result in 
the re-enactment of the anti-coinsurance meas- 
ure. 

Whereas, Our association has for years been 
endeavoring to build up correct practice of 
underwriting, but finds its work hampered 
owing to some of the material with which it 
has to contend; therefore, be it 

Resolved, That the companies be asked to 
use greater discretion in the selection of their 
representatives, thereby avoiding the tendency 
to rate-cutting and other demoralizing prac- 
tices, and dismiss from the local agency ranks 
those agents who persist in such methods, 
thereby assisting us in elevating and maintain- 
ing the dignity of our profession. We believe 
that the business of underwriting should be 
elevated and that it can be furthered through 
this means. 

Resolved, That we commend the work of 
the Ohio Inspection Bureau and other inspec- 
tion and rating organizations in their work of 
securing improvements in hazards and the es- 
tablishing of such rates and conditions as have 
brought to our companies, as a whole, a fair 
measure of profit upon the business of the last 
year in our State, and we recommend to such 
Organizations that rates be so adjusted by them 
upon each class of hazard as to produce upon 
each a fair profit only, advancing rates upon 
unprofitable business and reducing such as ex- 
Pericnce has heretofore shown to be excessive, 
to the end that all rates shall be equitably 
made, 

Resolved, That we extend to all agents in 
unorganized territory the greetings of this as- 
sociation and request their co-operation by or- 
Zanizing their respective counties and thus 





actively assist in maintaining the principles of 
this association. 

The committee also recommended that the 
chair appoint a committee of three Mahoning 
county men to draft a suitable memorial on 
the late Allen Hellawell, to be reported to the 
executive committee and spread upon the min- 
utes of the association. 

New Officers Are Elected. 


The same unanimity which had marked the 
convention’s action on the resolutions was 
manifested when Secretary Hill of the nomi- 
nating committee presented the report of the 
committee, Secretary Ross being instructed to 
cast the ballot for the nominees. The officers 
thus elected are as follows: President, J. 
Gano Wright, Cincinnati; first vice-president, 
Charles D. Kidd, Dayton; second vice-presi- 
dent, Francis M. Cooke, Akron; treasurer, 
Charles W. Bryson, Columbus; secretary and 
manager, A. P. Ross, Columbus; executive 
committee, Frank E. Lauterbach, Columbus ; 
George H. Owen, East Liverpool; J. E. Wad- 
dell, Marion; Thomas H. Geer, Cleveland; 
Hugh D. Murphy, Newark; Louis E. Gun- 
trum, Cincinnati; Philip Buerkle, Sandusky; 
George W. Stieg, Toledo; George A. Geschei- 
der, Steubenville; Clark E. Daniels, Lorain; 
Guthrie King, Zanesville. 

On the announcement of the result, Mr. 





‘J. Gano WricHt. 
(New President of the Ohio Agency Asso- 
ciation. ) 


Neale relinquished the office which he has 
filled with such marked ability for three years 
to his successor, escorting Mr. Wright to the 
chair and introducing him to the convention. 
After extending his thanks briefly, President 
Wright called on a number of the field men 
present for remarks, to which they responded 
with expressions of their approval of the work 
of the association. 
Manager Sellers Is Heard From. 


T. B. Sellers, manager of the Ohio Inspec- 
tion Bureau, who manufactures more woes 
for local agents in a month than any other 
man in the State, was called unon and made a 
very favorable impression. He was glad to see 
the agents and they were glad to see him. He 
expressed the desire of the bureau to co-oper- 
ate with them in all ways, and invited them at 
any time to write for information as to how 
the rate upon any risk could be made lower 
through improvement, assuring them that the 
information would be gladly furnished. 

Resolutions requesting the president to com- 
municate with the companies in regard to their 
attitude on the coinsurance clause; thanking 
the Great Southern Hotel for its hospitalities 
and courtesies so freely extended to the asso- 
ciation, and thanking the press, were adopted, 
after which the convention adjourned about 4 
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o’clock, having done a good amount of busi- 
ness in a very short time. 
Reports Are Given by Counties. 

The Ohio Association is now doing its great 
work between conventions. The annual gath- 
erings have their chief value in the interchange 
ot ideas and experiences among agents. Un- 
jortunately, many counties had no representa- 
tive at this convention, but the responses were 
for the most part brief, business-like and help- 
ful. The following is a brief summary of the 
reports: : 

_Ashland—A, W. Fritzinger, Ashland. The 
city has been organized but a short time, and 
the agents are now trying to organize the 
county. 

Auglaise—Hugo Frommann, Wapakoneta, 
All agents in the county but one are working 
in harmony. The new rates are high, but they 
are getting them. 

Clark—Ira W. Wallace, Springfield—No 
county organization, but a good local board at 
Springfield. Agents are working well together. 
They have had some trouble in electing a new 
secretary, and are trying to get the city re- 
rated. 

New Organization Is Started. 

Clinton—N. B. Thorp, Sabina. A county 

organization was effected only about a month 
ago, with a membership of five or six at the 
start., Sabina agents fell in line, but at Wil- 
mington the agents were divided. Conditions 
are bad at Blanchester. Separation has taken 
place throughout the town. The union com- 
panies have accepted cut rates in order to hold 
the business of non-union companies that went 
out, and these companies have instructed their 
new agents to hold the business on their reg- 
isters. There is some unjust rating and some 
trquble from mutuals. 
_ Cckumbian—C. E. Greenamyer, Leetonia. 
rhe county association is in good working 
order, its members writing 80 per cent of the 
business, except farm business. The only ex- 
ception to the harmony is at East Liverpool, 
where a new man represents the Pennsylva- 
nia Fire and German Alliance. " 

Coshocton—Robert Boyd,. Coshocton. The 
county is all torn up. Mr. Ross went there in 
April and tried to organize it. Three of the 
five agents went in, but the other two have 
been fighting the agents and companies in the 
organization. Dwelling houses are being writ- 
ten_as low as 20 cents for five years. 

Cuyahoga—Thomas H. Geer, Cleveland. 
Have a strong local organization containing 90 
per cent of the agents. The loss ratio in the 
city last year was 28 per cent, and the com- 
panies cleaned up about $500,000. The Home 
15s paying commissions to from twenty to fifty 
people, and is charged with paying rebates 
where the assured acts as his own solicitor. 
The rating is being done very satisfactorily. 
The exchange is now working for improved 
building laws. 

County Association Was Ephemera’. 
_ Defiance—John F. Deatrick. The county is 
in about the condition of Coshocton, but not 
quite so bad. The city organization amounts 
to nothing, and as soon as Mr. Ross got out of 
town the county organization went to pieces. 
Some of the non-board agents are better than 
some of those in the board. Separation has 
forced out non-union companies and they have 
instructed their agents to hold the business 
while the union companies have done the same 
thing. An elevator rated at $4.25 is now car- 


ried by a union company at $1.25. Policy fees 
are off. 


Erie 





r James Flynn, Sandusky. All agents 
are in the association and the county is in good 
shape. No policy fees or transfer fees are 
charged, as the rates are so much higher than 
when they were being cut that the agents are 
satisfied with commissions alone and feel the 
assured are paying enough. 

Greene—J. R. Hebble, Xenia. All agents 
but three in the county are in the organiza- 
tion and they will probably come in next week 
The non-union field men are entitled to the 
credit for one agent’s coming in. Rates are 
from 100 to 200 per cent higher than they were 
under the old rating, and in cases appear in- 
consistent. For instance, the rate on dwellings 
is the same in Yellow Springs, with no pro- 
tection, as in Xenia, which is well protected 

Hamilton—L. E. Guntrum, Cincinnati. No» 
county organization, but the strongest local 
board Cincinnati has ever had. No troubles 
worth mentioning. 


Hocking—W. W. McCray, Logan. Only 
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seven or eight agencies in the county, but they 
have not been able to organize. One agent 
gave out the impression he was advised by one 
of his specials not to go in. There is no se- 
rious demoralization, as the agents are hon- 
orable men and have good sense enough not 
to cut rates. 

Jefferson—W. J. Hili, Steubenville. The 
membership in the association writes 90 per 
cent of the business, and there is no cause for 
complaint. 

Companies Are Criticised. 

Knox—O. G. Daniels, Mt. Vernon. The 
majority of the agents’ are in the organiza- 
tion. What trouble there is is not due entirely 
to the agents. Some companies are said not 
to be demanding the 25 per cent advance, while 
others are. Companies have permitted dwell- 
ing rates to be knocked down from 70 cents to 
50 cents for three years and from $1.20 to 80 
cents for five years. 

Licking—M. Shauck, Newark. Since organ- 
ization the conditions in Newark have been 
fair, but outside of the city they are not satis- 
factory. This is due to two men. The New 
York Underwriters has three agents in the 
county, one of whom is a good board man, 
another being a rate-cutter. 

Lorain—Clark E. Daniels, Lorain. In four 
years the premiums have increased from $56,- 
000 to $145,000 in the county, of which all but 
perhaps 30 per cent is attributable to organiza- 
tion. Sixty per cent of the agents, represent- 
ing 80 per cent of the business, are in the or- 
ganization. A few agents do not act squarely 
and a few are obstinate about joining. Re- 
bating is the hardest thing to deal with. 

Lucas—George J. Stieg, Toledo. No county 
organization, but a local board twenty-seven 
years old. Rates are satisfactory; there are no 
cut rates and no competititve rates. 


Mahoning—C. F. Mattison, Youngstown. . 


Business in very good shape. Two or three 
new agencies are out of the board and made 
some trouble. Some of the large agencies have 
lost considerable business by the organizations 
of the trusts. 

Objects to the State Mutuals. 

Marion—Fred.. W. Peters, Marion. The 
main trouble is from the state mutuals in a 
Galion office. Offers of a place for the mu- 
tuals in Marion have been made, but up to the 
present have not been accepted. 

Montgomery—Charles D. Kidd, Dayton. The 
county represents 100 per cent of the premiums 
written in the county. 

Muskingum—Guthrie King, Zanesville. Last 
year the old Zanesville board merged in the 
county association with thirteen members and 
four outside. 

Ottawa—Clark K. Smoyer, Elmore. Every 
agent in the county, with possibly one excep- 
tion, is in the association, and conditions are 
good. 

Highland—C. F. Harding, Mansfield. County 
association composed wholly of Mansfield 
agents. Conditions are pretty good. 

Sandusky—William D. Pearce, Clyde. The 
county has been organized over a year and no 
complaint has ever been filed by an agent. 
They charge a policy fee of $2 on farm busi- 
ness, $1 on other business and 25-cent endorse- 
ment fee. 

Stark—W. L. Alexander, Canton. They have 
had twelve or fifteen boards broken up by 
rate-cutting in Canton, but through it all they 
have held to policy fees and endorsement fees. 
Of late the better agencies have adopted the 
plan of buying out the agencies of disturbers, 
and seven have been purchased in the last year 
and a half. Last October the Canton board 
was merged in a county association. The 
stamping system works admirably. Massillon 
was never in as good shape before. Alliance 
is still out in the fog, but will yet be found and 
redeemed. 

Seneca—J. M. Hershberger of Tiffin re- 
ported by letter that all is going well there 
and there has been no trouble of late. 

Double Headers Are the Trouble. 

Summit—F. M. Cooke, Akron. In three 
years they have had a county association and 
stamping system: premiums have increased 
from $145,000 to $220,000. The greatest trouble 
is in 29 double headers in Akron, and steps are 
now being taken to get rid of them, with fair 
prospects of success. 

Trumbull—M. B. Wier, Warren. The great- 
est trouble is A. C. Burnett with his com- 
panies. Rates are off in Girard and Hubbard, 
because Youngstown agents raid them. 

Tuscarawas—C. A. Leech, Uhrichsville. 





Since the first of the year the 25 per cent ad- 
vance has been thrown off on outside business, 
except special hazards, by the consent of the 
companies. The condition is 150 per cent bet- 
ter than before organization. The schedule of 
policy fees is $1 in town, $2 on farm risks, $1 
on tornado policies. A 50-cent transfer fee 
and 25-cent endorsement fee are charged. 

Washington—C. L. Flanders, Marietta. Con- 
ditions were bad last year, but it took Mr. 
Ross only one day to effect an organization, of 
which all the twenty-three agents except two 
are members. 

Wood—J. B. Wilson, Bowling Green. Con- 
ditions are good, although there are some fac- 
tions. 





TWO CHICAGO LLOYDS HAVE FAILED. 





Standard Underwriters and Republic Under- 
writers Are Placed in the Hands of Re- 
ceiver C. W. Vail. 


The Republic Underwriters and Standard 
Underwriters of Chicago, two Lloyds man- 
aged by Taylor & West, were placed in the 
hands of a receiver this week, Charles W. 
Vail being appointed to take the position. 
These Lloyds were among the first to be or- 
ganized and have been unfortunate during 
their short-lived career. They have met 
with severe losses, which accumulated until 
it was found that the management could not 
meet the obligations. Some suits have been 
started and others have been threatened al- 
most every day. The management has re- 
fused to make payments for return premiums, 
so the financial condition of the concerns was 
well recognized among well-informed circles. 
Agents who have ‘addressed THE WESTERN 
UNDERWRITER regarding these concerns have 
been told the exact condition and therefore 
have saved themselves a loss. 

Some time ago H. T. West, of the firm, re- 
tired from the management, leaving Franklin 
Taylor in charge. Mr. Taylor seems to have 
been unfortunate in his insurance career, as 
the old Illinois Mutual, of which he was secre- 
tary and manager, went into the hands of a 
receiver some years ago. When Mr. West 
retired A. P. Redfield, the well-known ad- 
juster, was secured as general agent and evi- 
dently found the financial condition too serious 
to cope with. Neither Mr. Taylor or Mr. 
West are underwriters, and the two Lloyds 
therefore have written lines regardless of se- 
lection or rate. It was a foregone conclusion 
long ago that they would fail. Mr. Taylor 
attributes the cause of the failure to the al- 
leged extravagance of his former partner and 
his lack of business system. 

The failure of these Lloyds should be an 
object lesson to local agents to make careful 
investigation of these various concerns, There 
are some good ones and some very poor, whose 
indemnity is worth nothing. THE WESTERN 
UNDERWRITER is always glad to furnish its 
subscribers with its opinion of these various 
institutions, as it has facilities for knowing 
their exact condition. 





Srreet.—Charles R. Street, assistant general 
agent of the western and southern department 
of the Phenix of Brooklyn, has gone on a trip 
to the Pacific coast, and there is an apparent 
loneliness about the Phenix office. Some time 
ago Mr. Street went on a five days’ vacation 
to West Baden. It was the first time that he 
was ever known to leave the office for any 
length of time, and on this trip he is breaking 
his life’s record. There is probably not a 
harder worker in Chicago than Mr. Street. 
He has been in charge of the office force of 
the Phenix for many years and is one of the 
most competent detail men in the city. There 
is probably no one who can better retain in his 
mind so many things at the same time. His 
memory is phenomenal, and when anything is 
brought to his attention he seldom ever forgets 
it. He sits at his desk and can transact busi- 
ness over the telephone, dictate letters, answer 
questions from the office force, receive visit- 
ors and give directions to someone who is out 
of line, simultaneously. Mr. Street is a val- 
uable man to have at the head of an office 
force. 





ENTERING WEDGE IS DRIVEN 





STEP TOWARD NATIONAL REGULATION 





New Bureau of Commerce at Washington Has 
a Slight Insurance Feature in Its 
Machinery. 


New York, Feb. 24.—(Special.)—The per- 
sistent work put in by prominent life insur- 
ance interests in behalf of national regulation 
was not without its effect, although the plans 
as originally outlined miscarried. In the legis- 
lation adopted by Congress, establishing a de- 
nartment of commerce and labor, the sub 
sidiary “bureau of corporations” is granted 
some degree of oversight of insurance com- 
panies. 

It was at first thought that the whole case 
for the insurance companies had been lost be- 
fore Congress, and that the enemies of na- 
tional regulation had succeeded in keeping the 
matter entirely out of legislation, but the final 
draft of the bill establishing the department 
of commerce indicates that some very skilful 
and efficient work was performed at the last 
moment by those interested in the insurance 
phase of the question. 


Sentiment Has Steadily Grown. 


The sentiment among insurance men, par- 
ticularly among life insurance companies, in 
favor of national regulation, has __ steadily 
grown within the past few years. The in- 
creasing exactions of the States, the unneces- 
sary and expensive examinations, the petty 
requirements and the many forms of hindrance 
to the business have served to center the atten- 
tion of underwriters on the necessity for na- 
tional regulation. The proposed _ establish- 
ment of a department of commerce at Wash- 
ington, showing how widesnread was public 
sentiment in favor of the national oversight 
of corporations, afforded an opportunity for 
those who were looking for just such an occa- 
sion. 

Curiously enough, the first attempt to estab- 
lihs a bureau of insurance in connection with 
the department of commerce failed. For some 
singular reason the sentiment in favor of na- 
tional oversight of corporations did not extend 
to insurance companies, although the business 
of ‘these companies is more national in char- 
acter than that of any other enterprise. But 
insurance has proved a fruitful source of 
grafting for state politicians, and by resurrect- 
ing the ghost of the Paul vs. Virginia case, 
the enemies of national insurance regulation 
induced Congress to throw out the provision 
for a bureau of insurance. 


Result Gaired in Spite of Defeat. 


Defeated at this point, the representatives 
of life insurance interests at Washington 
sought to bring about the result in another 
way, and in this they were successful. The 
bill to establish a department of commerce and 
labor, as passed by Congress, and approved 
February 14, contains a section substituted for 
the bureau of insurance, which provides for 
a bureau of corporations, with a commissioner 
and deputy, receiving salaries of $5,000 and 
$3,500 respectively. This bureau is given 
power and authority to make “intelligent in- 
vestigation of the organization, conduct and 
management of the business of any corpora- 
tion, joint stock company or corporate com 
bination engaged in commerce among the sev- 
eral States or with foreign nations, excepting 
common carriers.” The railroad interests re- 
main in the hands of the Interstate Commerce 
Commission. The bureau of corporations is 
given all the power and authority vested in 
the Interstate Commerce Commission as fe- 
spects other corporations, including the right 
to subpeena witnesses, to administer oath and 
to compel the production of documentary evi- 
dence. In the directions of publicity the bu- 
reau is directed to gather, compile and publish 
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useful information concerning corporations en- 
gaged in interstate commerce, “including cor- 
porations engaged in insurance,” and to attend 
to such other duties as may be hereafter pro- 
vided by law. 

Under this clause it is believed that the 
bureau of corporations can collect and com- 
pile general statistics in regard to all forms 
of insurance, and also obtain financial state- 
ments from any company doing business with- 
out the borders of its home State. In this 
latter respect the department may become very 
useful in supplying information as to the 
financial standing of companies, which is now 
lacking. 

Can Insurance Be Called Commerce ? 

An interesting question arises in connection 
with the whole matter. A quarter of a cen- 
tury ago, in the case of Paul vs. Virginia, the 
Supreme Court of the United States declared 
that insurance was not commerce, and many 
important state decisions have hinged upon 
this principle. It has been contended, how- 
ever, that it was only necessary for Congress 
to declare that insurance was commerce in 
order to secure a reversal of this decision by 
the Supreme Court. If it be interpreted that 
in the passage of this new law Congress has 
declared insurance to be an instrument of 
interstate commerce, then it is believed to be 
probable that if the matter is ever again 
brought before the Supreme Court the Paul vs. 
Virginia decision will be reversed, and in any 
event it is contended that public sentiment 
in regard to economic conditions has _ so 
changed within the past twenty-five years that 
the attitude of the court upon the whole prob- 
lem would be a very different one. It is not 
impossible that later on, when an attempt is 
made to build up national regulation around 
the nucleus thus provided, the question may be 
submitted to the court for decision. 

Supervision of insurance interests from 
Washington cannot in any respect interfere 
with state regulation of insurance within the 
borders of each State. Congress can only 
take jurisdiction where the companies cross 
state lines and engage in interstate business. 
James R. Garfield, son of the late President 
James A. Garfield, has been appointed at the 
head of the bureau of corporations. 





CARTER LEAVES THE FIELD. 

Geo. B. Carter of New York, eastern man- 
ager for the Insurance Field of Louisville, has 
severed his connection with that paper to 
become secretary of the Styles & Cash Com- 
pany of New York, manufacturing stationers, 
printers and blank book makers. Mr. Carter 
has been with the Field for ten years, for the 
past five being manager of the eastern office. 
He has done excellent work in every par- 
ticular. 





ETNA FIELD FORCES ARE MEETING. 

Keeler & Gallagher of Cincinnati, western 
general agents of the Etna, will hold the an- 
nual meeting of the field force on Thursday 
and Friday of this week, when the work of 
the year will be gone over and matters of in- 
terest to the company discussed. President 
Clark will be present, and later will go to Chi- 
cago for a few days. 





GOOCH ORGANIZING A COMPANY. 

R. E. Gooch, special agent of the Liverpool 
and London and Globe in Ohio and West Vir- 
ginia, is organizing a new fire insurance com- 
pany in Cleveland, with $100,000 capital and 
$50,000 surplus. Mr. Gooch is one of the 
most successful and prominent field men in 
Ohio and his new venture will be watched with 
much interest. 





The Western Salvage Wrecking Agency of 
Chicago has established an eastern branch 


and will make a stiff fight for eastern busi- 
ness, 





AS SEEN FROM CHICAGO. 


STATUS OF LLOYDS PROCEEDINGS. 

Considerable talk has arisen over the threat- 
ened proceedings of the attorney for the IIli- 
nois insurance department against Lloyds 
with a limited liability. The attorney takes 
the ground that, while the Supreme Court of 
Illinois decided that Lloyds, whose liability is 
unlimited, are not under the jurisdiction of 
the insurance department, the decision did not 
hold when Lloyds subscribers limited their 
liability. Several of the Lloyds have taken 
alarm at the threatened action and will change 
to unlimited liability. The department an- 
nounces that it will not discriminate against 
Chicago Lloyds, but will begin quo warranto 
proceedings against Lloyds with headquarters 
outside of the State. The appropriation for 
work of this kind, however, is about ex- 
hausted. The expenses of carrying on these 
suits are exceedingly heavy and the wildcat 
suits have cost the department a great deal of 
money. 

The attorney for the Illinois insurance de 
partment holds that when a Lloyds begins to 
limit its liability it takes on then the offices 
of a corporation and is using corporate privi- 
leges. Most of the eastern Lloyds have lim- 
ited liability policies, and it is likely that the 
Illinois department will begin proceedings 
against them, as well as the Illinois Lloyds 
which have the same feature in their con- 
tracts. Several of the Lloyds which have un- 
limited liability have subscribed a fund of 
$100 each to back up the proceedings, as the 
appropriation for the insurance department is 
about exhausted. Some Lloyds which have 
had limited liability are now changing their 
contracts so that the liability will be unlimited. 

+ ~~ 

COOK COUNTY SPECIALS TO ORGANIZE. 

A movement is on foot to revive the old 
Cook County Association of Special Agents 
at Chicago. It is headed by Special Agents 
Darling, of the Citizens of St. Louis, and 
Stickney, of the Connecticut. The old Cook 
County special agents organization was quite 
useful in some ways, but it was allowed to de- 
cline. Inasmuch as the suburban agents have 
organized, and it is likely that they will be 
more independent of the down-town agents 
association, the Cook county specials feel that 
there is a greater opportunity for independent 
work. These special agents have charge of 
the field work in the suburbs, which is a most 
difficult labor. The competition for suburban 
business is very strong. 








+ + 
TO GET SUBURBAN AGENTS IN LINE. 

There is a movement on foot to interest the 
suburban agents in Chicago to become mem- 
bers of the Illinois Association of Local 
Agents. There are over one thousand of these 
agents scattered throughout Cook county, out- 
side of the so-called District No. 1 of Chicago. 
These agents feel they are as independent as 
any other local agents and have grievances of 
their own. Some of the Illinois association 
leaders therefore think that they should be 
gotten in the ranks of the association, so that 
they can be put on an equal footing with their 
fellows and have their grievances thrashed 
out. 

+ a a 
EFFECT OF SUBURBAN ORGANIZATION. 

Chicago local agents are speculating as to 
the probable effect that the organization of 
the suburban agents into the Cook County 
Association of Recording Fire Insurance 
Agents will have. The suburban agents have 
been meeting during the last few weeks and 
succeeded in forming a permanent organiza- 
tion last Monday. Walter H. Davis of West 
Pullman was chosen president. He is a real 
estate man who is said to be developing a 
good insurance business. W. W. Birkhoff, in 





the extreme southern part of the city, was 
elected secretary. The organization will op- 
erate entirely independent of the Chicago Un- 
derwriters Association and will deal direct 
with the companies. Heretofore the suburban 
agents have been regulated bv the Chicago 
Underwriters Association. The feeling is 
that these agents should not be under the 
control of the down-town people, only so far 
as rates and inspections are concerned. They 
receive their licenses direct from the com- 
panies and the companies are said to be 
anxious to have them in an independent body. 
The committee of managers that has been 
meeting from time to time will recommend 
that the old commission arrangement of 15 and 
25 per cent be restored to suburban agents 
and that they be allowed to broker business 
in the down-town Chicago district. At pres- 
ent many clerks in the down-town offices have 
a suburban license, but the new association 
will not admit them to membership. 
+ 7 

CHICAGO CONDITIONS NOT SATISFACTORY. 

Chicago conditions are not very satisfactory 
to many of the agencies who were in sym- 
pathy with the recent movement to endeavor 
to equalize commissions and to reorganize sub- 
urban agency arrangements, and to adopt a 
new system for handling violations of rules. 
The committee which tried to effect an ar- 
rangement that would be satisfactory now feels 
that its work has been entirely undone and 
that the board has gone back to the same con- 
ditions that existed before the committee took 
hold. The various letters that were written to 
the board announcing that certain companies 
would not consider themselves obligated as to 
commissions have not been withdrawn. The 
letter written by Fred S. James & Co. to the 
board was suspended for a while, but now is 
in effect again. It is seen that certain of the 
large agencies have determined to adopt an 
attitude of indifference toward the local board. 
Representatives of these offices were not at the 
banquet last week, and stated that they do not 
intend to interfere any further, but let the 
board run its own course. These firms do not 
hesitate to express their displeasure at condi- 
tions, but state they have done all that they in- 
tend to do and will allow matters now to take 
their own course. 





WAKEFIELD GOES WITH THE NATIONAL. 

E. E. Wakefield of Chicago, special agent 
of the Greenwich in Illinois and Indiana, be- 
comes an inspector in the western department 
of the National of Hartford. He was for- 
merly with the Insurance Survey Bureau. 





The preliminary organization of the Atlanta- 
Birmingham Fire Insurance Company of Geor- 
gia, with $300,000 capital and the same sur- 
plus, has been perfected. J. T. Dargan, for- 
merly southern manager of the Imperial, will 
be chosen manager. 





The Monongahela of Pittsburg enters IIli- 
nois, with Parker & Aleshire as Chicago agents. 


AGENCY WANTED. 


On account of continuous increase of 
business, we can give satisfactory busi- 
ness toanother Co. Established 6 years. 
Non-union. 


THE JOHNSTON AGENCY, Jacksonville, Ill. 








WANTED. 


Two or three strong non-union fire insur- 
ance companies at Rockford, Ill., that will 
write liberal lines and will also do tornado 
insurance. Can give such companies an 
excellent business. Address ‘‘H,’’ care The 
Western Underwriter Co., 164 La Salle 
St., Chicago. 
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OHIO AND WEST VIRGINIA. 


PROTEST FROM CIRCLEVILLE AGENTS. 











Claim the New Rates Are Exorbitant and It 
Will Be Impossible to Secure 
Them. 





The following is a copy of a letter sent to 
companies by the Circleville agents: 

“The new rate book received; it will be 
utterly impossible to obtain these exorbitant 
rates, the advance is from 50 to 160 per cent 
over the rates issued by the bureau in 1899. 
Some of the merchants declare that they will 
carry their own risks, others say they will re- 
duce their lines, while quite a number say 
they will seek mutual insurance. Some of the 
merchants talk of organizing and carrying 
the matter to the Legislature, and have already 
written to the jobbers, so as to get united ac- 
tion throughout the State, also have consulted 
local attorneys. If they are compelled to make 
the fight, the consequence will be adverse laws 
against insurance companies and a falling off 
of premium receipts. The published account 
by the insurance department showing a loss 
ratio in Ohio last year of but about 51 per cent 
will make very good grounds for the mer- 
chants to make a strong fight against the com- 
panies. There has not been a stock of mer- 
chandise nor a mercantile building destroyed 
in Circleville in the last thirty-five years, only 
some slight damages. We submit the fore- 
going facts for your careful and prompt con- 
sideration, expecting early action and great 
modification in these rates; in the meantime 
we shall ignore the new rate book and will 
continue to use the old rate book, applying the 
25 per cent advance of stocks of merchandise. 

Warp & Boyte, 

W. H. WeEnNtwortH, 
E. S. Hockman, 

C. G, SHu1zE, 

T. P. Brown, 

Ws. VIETH, 

B. F. Benrorp, 

R. C. WELDon, 

M. B. Ranc irr. 





DEVELOPMENTS AT COSHOCTON. 
A corrected statement of the companies on 
the Zerbe loss at Coshocton, mentioned in 


THe WESTERN UNDERWRITER last week, shows- 


the Mizer agency up in worse light than the 
original statement. The Northwestern Under- 
writers’ policy was written at $1.30, instead of 
$1.50, as first given out. The policies of the 
Agricultural, Ohio Farmers, Rochester Ger- 
man and United Underwriters were written 
at tariff originally, but were afterwards re- 
duced to a $1.30 rate by indorsement on the 
policies. The Elliott policies were originally 
written at $1.30, but were raised to $1.50 by 
request of the companies. Since the fire Mr. 
Peck has stated that he proposes to adhere 
strictly to tariff in the future. 

The following is the correct list of insur- 
ance, the tariff being $1.50: 





Name of Company. Amount. Premium. 
United Underwriters .......... $1,500 $19.50 
DED b6bss Ve0ieseedoeoes 1,000 13.00 
RTT errr rere 500 6.00 
i CO . wcoscresonaae 1,500 19.50 
Northwestern Underwriters .... 1,000 13.00 
ee are ree 2,000 26.00 
TR reer ree 1,000 13.00 
Milwaukee Mechanics ......... 1,000 13.50 
Milwaukee Mechanics ......... 1,000 13.00 
WD SF vcc sc. cses eeuce 2,000 26.00 
errr Tre Tree 1,000 13.00 
Reliance ‘oe 13.00 
German, oo 13.00 
Se SIMED oc vies cicesesces 1,000 13.00 
TE: +06 e ose dedewswg 1,000 15.00 
DE bere cue -cdwSciewe ee 1,200 18.00 
German-American ............ 1,000 15.00 
National, Hartford ........ce 1,000 15.00 
DEE 66553 6se «505500 1,000 15.00 
EE Wiend.c ewaess sb 06d 1,000 13.00 


The German of Freeport had $1,500, but its 

policy could not be found. 
> 22 
ORGANIZATION EFFECTED AT GRAFTON. 

A meeting of the local agents of Grafton, 
W. Va., was held February 19, at which 
every agency in the city was represented by 
one or more special agents. The West Vir- 
ginia Association was also represented. No 
officers were elected, but all the agents bound 





themselves by an agreement to send their 
daily reports through a stamping office, to 
abide by the rates of the Ohio Inspection Bu- 
reau, and the forms and rules of the Western 
Union. The agreement is such that the state 
association is practically in control of the 
local situation. In view of this fact and be- 
cause of the unanimity and enthusiasm of 


the action it is hoped that the evil practices. 


hitherto so prevalent are now a thing of the 
past. 


+ 7 


SPRINGFIELD AGENTS HAVE A BANQUET. 

The Springfield Board of Underwriters held 
its annual banquet recently. Covers were laid 
for thirty-six, a number of the members and 
solicitors being absent. There were no 
speeches or other formalities at the banquet 
hall, but simply the enjoyment of a tooth- 
some course turkey dinner. This ended, the 
party repaired to the Lagonda Club House 
bowling alleys, where the remainder of the 
evening was passed in bowling, cards and 
smoking. Ollie Anderson carried off the 
honors as a bowler, while Jack Elliott cap- 
tured the booby prize. 


+ + 


TROUBLE FEARED AT CLEVELAND. 

Agents at Cleveland are somewhat exercised 
over the prospect of a non-board agency of 
the Royal. The company has written the gov- 
erning committee of the exchange that it must 
insist upon having the same privileges as those 
accorded other prominent companies. This 
is taken to mean the Home of New York. 
The Home is out of the board for reasons 
for which it is not much blamed by some 
prominent board men. Being represented by 
a salaried manager, instead of a commissioned 
agent, the company is understood to take the 
ground that the membership of its manager 
in the exchange might be construed as mem- 
bership on the part of the company itself, and 
thus lay it liable to complications which it is 
its well-known policy to avoid. Its manager 
is a subscriber to the Cleveland Inspection Bu- 
reau and claims to live up to rates and board 
practices. Some of the agents, however, con- 
sider that the Home stays out of the board 
in order to enable it to make a special bid for 
preferred business over the counter by paying 
brokerage to bankers, real estate agents or any- 
body else who may bring it in. 

Now it is feared the Royal intends to start 
a similar drive for preferred business. It has 
several agents in the city, but report has it 
that Mr. Mueller, formerly partner of F. V. 
Faulhaber, who controls a large amount of 
preferred business, is to be given an agency. 
Under the rules of the exchange, he cannot 
be admitted to membership unless he has one 
first agency. The agency of the Royal would 
not be a first agency, and it is said that he 
cannot get a first agency of any other com- 
pany. 

The prospect of a company of the Royal’s 
importance starting up a non-board agent is 
not a pleasing one by any means. If it does 
it, other big companies are likely to claim the 
same privilege the first time it becomes ad- 
vantageous for them to do so, and nobody can 
tell what the end will be. 


+ + 
LOSSES IN OHIO. 


The loss on the Roseville (O.) Pottery 
Company, which occurred February 19, and 
was total, was divided as follows: Rochester 
German, $1,250; National Union, $1,000; 
United Firemens, $1,500; St. Paul, $1,500; 
Royal Exchange, $1000; Royal $2,500; North- 
ern, $1,500; Phenix of Brooklyn, $2,500; 
Equitable, $1,000; German of Indiana, $1,000; 
Anchor, $1.000; Liverpool and London and 
Globe, $2,500; Globe and Rutgers, $2,500; Citi- 
zens of Missouri, $1,000; National of Hart- 
ford, $1,500; Connecticut, $2,500; Traders, $1,- 
500; N. Y. Underwriters, $2,500; German- 
American, $1,500; Newark, $1,500. The fire 
originated from the ovens. 

The Driggs Baking Company, Bellaire, Ohio, 








suffered an estimated loss of $14,000 by fire. 
The insurance carried amounts to $15,000, and 
is divided among the following companies: 
Greenwich, $2,000; Fire Association, $2,500; 
St. Paul, $1,300; Hanover, $1,500; Connecti- 
cut, $1,700; Queen, $1,500; National, $2,000; 
Etna, $2,500. 

The insurance on the East Liverpool (O.) 
sugar works, which were burned February 16, 
was not heavy, according to the best informa- 
tion. It is reported that some time since Will- 
iam A. McDole attempted to place a line on 
these works at a cut rate, but succeeded in 
landing only one policy. It is understood that 
the only insurance carried was with the United 
States for $2,000. The loss is stated to be 
$15,000. 

The Zanesville, O., fire, which occurred last 
week, proves not to have been a serious loss to 
the insurance companies. As nearly as can 
be learned only $4,000 insurance could be 
placed on the stock of clothing burned, $3,000 
of which is said to have been placed with the 
Pheenix of Brooklyn. Agents Wm. S. Bell 
and David H. Hahn placed the insurance, 
the former $1,000 and the latter $3,000. 

I. Schoenfield, who suffered the heaviest 
loss, has been very unfortunate in the matter 
of fires, having had one in a clothing estab- 
lishment he owned at Mansfield, O., and before 
this loss was adjusted a second fire broke out 
in the same place. Mr. Schoenfield also 
leases the Hotel Vonhoff at Mansfield, which 
has been the scene of several fires since his 
occupancy. 

The Zanesville fire is very suspicious and 
the fire marshal is investigating.. It is stated 
that a man was seen in the storeroom only a 
few minutes before the fire broke out. 





OHIO AND WEST VIRGINIA NOTES. 


The Cleveland local agents will hold a ban- 
quet on March 5. 


The New York Fire has transferred its Co- 
lumbus (O.) agency to John Field. 


The Supreme Court has finally wound up 
the affairs of the Buckeye Mutual Fire Insur- 
ance Company. 


Lima will spend $150,000 the coming sum- 
mer in improving its waterworks. The supply 
will be increased one-third. 


The loss ratio of the Retail Druggists Mu- 
tual Fire Insurance Comnany of Cincinnati for 
the year 1902 was only 4% per cent. 


Chas. E. Marshall has removed his office 
from the headquarters of the Anchor Fire In- 
surance Company to 9-15 East Third street, at 
Cincinnati. 


The Newport and Covington Underwriters 
Association held its third annual banquet at 
Cincinnati last Thursday, there being about 
twenty members present. 


John Heckle & Sons of Cincinnati have been 
appointed sole agents of Hamilton county for 
the Lumbermens of Pennsylvania, that com- 
pany having pulled out of the Simon Sturm 
agency. 


C. E. Monroe, special agent of the New 
York Underwriters, is moving from Cincin- 
nati to Cleveland and will hereafter have his 
office with X. X. Crum & Co. in the New 
England building. 


Geo. H. Owen & Co., the prominent East 
Liverpool local agency, have plans ready for 
a fine three-story office building, on which 
they will commence work in April. They will 
have a fine office on the ground floor. 


E. D. Morgan, manager of the Home, enter- 
tained twenty-two of that company’s local 
agents at dinner at. Columbus, February 19. 
The agents were in attendance at the conven- 
tion of the Ohio Agency Association. 


Chas. J. Dauner of Cincinnati has been sued 
for $3,000 by Caroline Hunsch, who claims 
that Mr. Dauner placed the above amount of 
insurance in three wildcat companies and when 
the property burned last November, the com- 
panies failed to pay. 


The Supreme Court, on February 17, granted 
a motion to distribute the funds of the Buckeve 
Mutual Fire Insurance Company, which has 
been in the hands of Edwin Mansfield and 
William H. Hahn, as trustees, for twelve years. 
The last previous move of importance was the 
scaling down of the claims of the trustees, 
which the court considered exorbitant. 








February 26, 1903. 











UNDERWRITING IN MICHIGAN | 


COMMENT ON THE MICHIGAN FIGURES. 








Interesting Facts Gleaned from the Reports o 
the Fire Companies to the De- 
partment. 


The results of fire underwriting in Michi- 
gan in 1901 and 1902 were very different. The 
figures of a year ago were of a character to 
make managers melancholy. With less than 
six million dollars in premiums and three and 
a half millions in losses incurred, a loss ratio 
of 63 per cent and a little over, the result of 
a year’s hard work was dispiriting. During 
1902 marked changes were made both in pre- 
miums and losses, the former increasing by 
nearly $900,000, the former decreasing by 
about $600,000, showing a loss ratio of 45 per 
cent. The union companies wrote two-thirds 
of the premiums and incurred a little over 
two-thirds of the losses, their loss ratio being 
nearly 47 per cent, while the non-union com- 
panies got out with about 40 per cent loss 
ratio. 

As would be expected, most of the companies 
made gains in premiums. In some cases these 
gains were very large. The Hartford, which 
led in premiums, jumped from $197,524 in 
1901 to $264,544 in 1902, while in the same 
time the losses fell off from $113,549 to $97,980. 
The National of Hartford, which made even 
a greater gain, went from $134,730 to $217,203, 
its losses meanwhile increasing about $8,000. 
The third company to pass the $200,000 mark 
was the L. & L. & G,, whose premiums in- 
creased $43,000. The Home of New York 
made an increase in premiums of $41,000; 
Continental, $38,000; Citizens of Missouri and 
Hamburg Bremen, each $31,000; British Amer- 
ica, $30,000; while half a dozen or more in- 
creased their premium receipts between $20,- 
000 and $30,000. About a dozen companies 
fell off $2,000 or more in premiums. The 
Phoenix of London shows a decrease of $18,- 
000; the Western of Toronto, $12,000, and 
the Moscow and Scottish Union, each $7,000 
In roor there were fourteen companies that 
wrote over $100,000 in premiums in the State. 
In 1902 this number had increased to twenty 
by the addition of the Michigan F. & M., 
Niagara, Springfield, German-American, Com- 
mercial Union, N. B. & M., and Northern 
Assurance, while the Phcenix of London fell 
below the $100,000 mark. 

The following are the loss ratios of some 
of the union companies that did a large busi- 
ness in the State: Detroit F. & M., .45; 
Michigan F. & M., .42; German-American, 
.50; Hartford, .37; Home, .44; Phenix, N. Y., 
53; Commercial Union, .43; L. & L. & G., 
.28; N. B. & M., .49; Northern, Eng., .62; 
Royal, .39; Fire Association, .68; Etna, .52; 
Connecticut, .44; National, Conn., .32; Niag- 
ara, .50; Phoenix, Conn., .45; Springfield, .42; 
Western, Ont., .52; North America, .50. 

Some of the leading non-union companies 
had loss ratios as follows: America, N. J., 

0; German of Freeport, .41; Germania, .35; 
Milwaukee Mechanics, .41; American, Pa., .35; 
Concordia, .29; Continental, .37; Glens Falls, 

9; Thuringia, .49; Northwestern National, 


‘- 





MICHIGAN FIRE APPOINTMENTS. 


The following are recent Michigan ap- 
pointments : 


_ American, N. J.—H. C. Kaas, Burr Oak; A. R. 
Niles, Carsonville; F. E. Shaw, Galesburg; G. 'T. 
MeClintie, Hanover: 2. Spring, Marlette; C. S. 
Rui terfield, Plymouth : Arthur Tool, Peck; E. J. 
Hough, Royal Oak; F. H. Brown, Ubly; S. W. 
Yeagley, Waldron 
\achen & Munich—Marvin = Lyons, Hillsdale. 
: \ommercial Union, N. Y.—A. C. Fenn, Mance- 








verman- American—C, A. Khuen, Saginaw, W. 8. 

Geneenin N. Caro; J. H. 
Haynes, Decatur: B. P. Herriman, Marcellus ; Lar- 
mont & Beard, Yale. 

Greenwich—F. C. Wakeham, Battle Creek. 








Queen—Parker Bros. Company, Ltd., Detroit ; J. 
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W. Ewing, Grand Ledge; J. R. Pryor, Houghton ; 
John Link, Ovid; George W. Long, St. Louis. 
London "Assurance—C. A. Khuen, Saginaw, W. 8. 
National, Conn.—D. G. Mange, Lowell. 
Northwestern Nationai—t. J. Baughman, Bloom- 
ingdale. 
Security, Conn.—F. E. Shaw, Galesburg ; Philip 
Fix, Newport; B. J. Hurlbert, Plainwell; W. H. 
Epplett, Sanilac Center. 
St. Paul F. & M.—C. E. Stuart, Schoolcraft. 
Traders—Webb & Van Orden, Calumet. 
Western Underwriters—J. T. Swigart, Alma. ; 
S. A. Booth, Greenville; W. E. Hamilton, St. 
Johns. 
,. om & Lancashire—C. A. Khuen, Saginaw, 





Lafayette, N. Y.—C. E. Russell, Cadillac. 





MICHIGAN NOTES. 


Perlev B. Jones, of the firm of D. T. & P. B. 
Jones of Petoskey, who has been seriously ill 
for several weeks, is again able to be at his 
work. Mr. Dana T. Jones, of this firm, who 
has also been critically ill for some months, is 
also gradually improving, but will not be able 
for some months to give his attention to busi- 
ness matters. 

A. A. Parker & Bros., the coal, coke and 
sand people of Detroit, who also conduct an 
insurance agency, of which W. A. Eldridge is 
manager of the fire insurance department, will 
be organized under the name of the Parker 
Brothers. The company has divided $48,000 
of stock among its employes who have been 
connected with the firm for many years. 





WITH THE INDIANA AGENTS. 











DO NOT FAVOR THE BILL. 

Inquiry among the Indianapolis insurance 
agents did not reveal one in favor of the anti- 
compact bill now before the Legislature, put- 
ting the making of rates in agents’ hands. 
Here are some expressions: 

F. F. McCrea—I do not know an agency that 
is in favor of it. Insurance laws should be 
drawn by those who know something about 
insurance. Merchants or manufacturers would 
consider it an impertinence, and rightly so, if 
insurance men were to attempt to regulate the 
prices of their goods. However, the less agi- 
tation there is of the question just now, the 
better for everybody. 

Frank K. Sawyer—The greatest question is 
not the rate-making, but the danger of dis- 
rupting present conditions, with which both 
insurance companies and the public are satis- 
fied. We should not think of upsetting a sys- 
tem which is the result of fifteen years of 
scientific study, and which is the fairest that 
the insuring public has ever had. All men 
are now on an equal footing. If one pays 4 
per cent and his neighbor 2 per cent, he can 
readily ascertain why and find out how he him- 
self can get a 2-per-cent rate. It would not 
be so fair under the old plan, for different 
rates would prevail on the same class of risks, 
according to the success achieved in ‘getting 
cut rates, the man with the most friends 
among insurance agents getting the cheapest 
insurance. Neither the agents nor the pub- 
lic want the old system again. The bill will 
surely not pass. 

J. J. Appel, of Gregory & Appel—I am not 
alarmed. I have been giving little attention 
to the bill. I have my hands full with the 
Coliseum and the Board of Trade. 

J. J. Reilly, of Fieber & Reilly—The bill, 
I understand, is still in the hands of the com- 
mittee and I hope it will stay there. 

Albert E. Uhl, of the Richardson-Kothe 
Company—Agents do not want to make the 
rates. Many of them are not capable of mak- 
ing them. They have not time to make them, 
if they have the ability. It is ludicrous to 
have a man introduce an insurance bill in a 
legislature who knows nothing ‘about in- 
surance. I haven’t any idea this bill will 
pass. 

There are only ten days remaining of the 
legislative session and there are many im- 
portant bills yet to be considered, and which 
will get in ahead of this insurance bill. It 
takes, as a rule, not less than ten days, and 
usually two weeks, for a bill to get through 
both Housc and Senate. Both the bill pro- 
viding for the appointment of a fire marshal 
and the one providing for annual, instead of 
semi-annual, statements from insurance com- 
panies have places ahead of the anti-compact 
bill, not to mention the many important bills 
that are not on insurance matters. 
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STATE ‘TOPICS OF ILLINOIS 





FLAT ADVANCE IS CAUSING TROUBLE. 





Local Agents in Every Direction Are Chafing 
Under the Continuance of This 
Measure. 





The 25 per cent advance in Illinois is causing 
no end of trouble to the special agents. It is 
now almost a year since it went into effect, 
and the local agents have grown very tired of 
it, as they believe that the purpose of the ac- 
tion has been served and that rates are now 
too high with the 25 per cent advance added 
to the old tariff. They also believe that the 
companies may at any time abrogate the flat . 
advance, and, if they do not, the new schedules 
will soon be applied. This being the case, the 
agents are not endeavoring to secure the 25 
per cent advance, and ofttimes invite compa- 
nies to take their supplies from the office if 
they insist upon the flat advance. 

Some companies realize that they can make 
money on the business without requiring the 
flat advance, and hence are writing business 
freely at the old tariff. These conditions are 
becoming so acute that it is doubtful whether 
the companies can cope with them much 
longer. Complaints are being received from 
almost every town in the State where the flat 
advance is in effect. 





COMPANIES ADOPT LIGHTNING METHODS. 
After the recent fire in Ottawa the compa- 


‘nies seemed to have vied with each other to 


pay the loss. One prominent American com- 
pany jumped into the breach and paid without 
discount, expecting to get advertised as the 
first one to pay the loss. It is stated, how- 
ever, that another company got its draft cashed 
and paid the assured in gold, thus outstripping 


its rival and getting the credit. 
++ ++ 


MARION HAS A BAD RECORD. 

The fire last week at Marion, Ill, which 
destroyed a section of the town, was another 
evidence of the bad fire record of that place. 
It has had several fires, and many companies 
pulled out on account of the many losses. 


+ ~~ 
RESCIND THE FLAT ADVANCE. 

Local agents at Effingham have held a meet- 
ing and decided that after March 1 they will 
not require the 25 per cent advance in rates, 
but will adhere to the old tariff until the new 
schedules are applied. 

+ + 
HOME AGENT IS AROUSED. 

Quite a little breeze has arizen at Springfield 
following the transfer of the Home of New 
York from Herman & Co. to John C. Lan- 
phier. Mr. Lanphier secured the most of the 
expirations, but in some instances when it was 
found that he was about to corral the business 
it is charged that the Northwestern National 
gobbled the risks at a lower rate. Mr. Lan- 
phier is now on the war-path and is urging the 
Home to meet this competition. Some com- 
ment is being made on the plecing of the St. 
Nicholas Hotel line. It was offered to some 
of the board agents but they refused to write 
it, owing to the non-intercourse rule. It is 
now stated that the Northwestern National and 
other outside companies took their full line at 
the reduced rate, and some of the board com- 
panies have been induced to accept a line from 
the outside agents at full tariff. 





The Royal goes to O. Pierson at Carrollton, 
Ill. 





J. O. Harris, the veteran local agent of Ot- 
tawa, has been laid up for eight weeks with 
rheumatism. 





Indiana retail hardware dealers have under 
consideration the formation of a mutual com- 
pany to carry their risks. 
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LOOAL NEWS OF WISCONSIN. 





WANT THE LAW REPEALED. 

There seems to be danger of quite a fight 
being precipitated in Wisconsin if the busi- 
ness men attempt to secure the repeal of the 
anti-compact law of that State, which permits 
local agents to make the rates. It was sup- 
posed that this law was acceptable to the busi- 
ness interests. Several business men, how- 
ever, contend that companies really make and 
control the rates and they desire, therefore, a 
full-fledged anti-trust law, allowing no com- 
bination of companies or agents. The local 
agents at Milwaukee claim that under the 
present system the benefit has been to the 
policyholders, and the repeal of the law would 
be of detriment to business interests. The 
agents hold that they really control the situa- 
tion and work for the best interests of all. 

aad + 


WISCONSIN AGENCY APPOINTMENTS. 


The following are recent Wisconsin ap- 
pointments : 


American, Boston—William H. Bowe and P. G. 
Van Blarcom, Fond du Lac. 

American, N. J.—A. G. Baumgarten, Loganville; 
W. H. Bunker, Lanark. 

American Central—H. 8. Weil, Mineral Point. 

Boston—H. J. Pauly, David and Frank L. Vance, 
Milwaukee. 

British America, Can.—A, L. Anderson, Racine ; 
Charles A. Loveland, Platteville. 

Continental—F. A. Partlow, Clear Lake. 

Fire Association—Isaac N. Nightengale, Cran- 


on. 

German, Freeport—F. C. Getchel, Rib Lake; R. 
A. Hart. Shell Lake: R. H. Koech, Plymouth; W. 
T. Lambdin, New Richmond, 

German, Ind.—Mrs. C. M. Fritzinger and Gerald 
D. Fritzinger, Grand Rapids. 

German-American—Joseph L. Fieweger and 
Louis T. Jourdain. Menasha. 

State of Ill.—Bainbridge Mowry, De Forest; 
John H. Nelson, Madison; John A. Love, Beloit. 

Lumbermens—John A. Love, Beloit; Fred W. 
Milbrath, Milwaukee. 

Milwaukee Mechanics—G. Herman Wippler, 
Cudahy: Eugene J. Kidder, Whitehall. 

Rochester, German—Louis J. Butts, Waupun. 

Security—J. F. Jones. Pewaukee; Josiah Ward, 
Avoca: G. B. Metzger, Greenbush. 

Union, Pa.—Martin L. Fugina, Fountain City; 
Frank B. Chartier, Wausau. 

Union Marine—C. F. Hibbard and Henry Eck- 
stein. Milwaukee, 

Tnited States—John P. Witwen, Baraboo. 

Western Assurance—Charles A. Loveland, Jr., 
Platteville; Stephen Pfeifer, Milwaukee. 





anal ++ 
ACCUSED OF RATE CUTTING. 

Local agents at Jefferson, Wis., have passed 
resolutions against a fellow agent, William 
Wright, who is charged with rate cutting and 
other unprofessional practices. The agents 
ask the privilege to meet this competition. 
They give Mr. Wright’s business for 1901 and 
1902 to show that he has greatly increased his 
business through alleged rate cutting. The 
following is a record, as given by the agents: 

1901. 1902. 


IES ca Gna RAs é:o0 Sa cecee ae owe aone $104 $302 
Prussian National ......cccccccsssece 56 275 
TOOUETEN sacvccceese ers 560 





Minneapolis Fire & Marime....cccorve wats 
ce reer ra 878 676 


eR SEs 6.6 wise: o's ws 0 618 Sle 770 900 
BONED, Bibs ccc cccrccsevesesecesene 103 ba 
PE cca cevein #90 RERE ECCS OmOM 119 400 
PEGE DIETS cc iccc cr ceseesevenve i wa 305 
Western Underwriters ...........+.. owe 2352 
ED cnwessaeds wivsterenne se eae 126 
EEE rere eri eee ose 443 
Rochester, German ..........-+2e06- eee 309 
CE. BE, oc ecinccepuseneecsas e ave 260 
DE ektdacade wees. ses became eee 232 

MED. GAn ened arn ee deehseeaeusde $1,969 $5,049 

++ se 


WATER SUPPLY AT SUPERIOR. 

There may be an investigation of the water 
supply system at Superior, Wis. In the Key- 
stone block fire in that city last month it is 
stated that during the first part of the fire the 
water scarcely reached the second story. It 
could not be supplied fast enough for the en- 
gines to reach the top of the building. 





D. L. Gardiner of the Wisconsin Field Club 
is rating Eau Claire. 


C. W. Kibbee, general agent of four or five 
companies at St. Paul, died this week. 





LIFE INSURANGE CIRCLES. 


ILLINOIS REPORT OF NATIONAL U.S. A 











Company Is Shown to Be in Excellent Condi- 
tion—Has a Surplus of $1,053,391, 
Including Its Capital. 


The Illinois examination of the National 
Life, U. S. A., has been made public. It is 
brought down to the end of the year. In view 
of the recent report of the District of Colum- 
bia, the Illinois findings will be of interest. 
The latter allowed the preliminary term valu- 
ation. The main items of interest are: 


ASSETS. 
Real estate (market value)........ $1,182,765.62 
OS )? Serre 276,759.25 
CD MING o.0a5 pins eeeeeses oe 30,700.00 
Loans to policyholders............ 49,845.72 
ED. SON 55 oa a ee 6k 0060s .00 11,637.72 
Bonds and stocks owned........... 930,487.50 
Cash in banks and in office........ 2927141. 48 
Bills receivable and agents’ balances. 1,022.85 
Ledger balances (secured)......... Lyery 75 
Interest and rents due and accrued. . 19,249.00 
Premiums deferred and in course of 
SPE ED haved 50 h040eeess 99,048.74 
Total admitted assets..........§ 2,906,090.63 
LIABILITIES. 
Reserve funds to protect policies... .$1,681,746.00 
Present value amounts not due on 
supplementary contracts, not in- 
volving life contingencies........ 25,920.00 
Death claims in reapnnes of adjust- 
SE 6:6:0:5600 bOC ese she eswSeo sss 67,358.64 


Commissions to accrue on premium 
notes and premiums deferred and 
in course of collection........... 008: 96 

ROOUEEE BERTIER s 6s cece ocdsccscaes 4,112. 84 

Ee GEOE TROON. fn 6 0 cdccccdacoss é 

Excess security to policyholders... . 


RECORD OF 1902. 
This gives a net surplus of $53,391.19. The 
company’s record for 1902 is: 





Increase in premium income........ $ 142,651.27 
Increase in reserve funds.......... 175,198.00 
Paid policyholders and beneficiaries 

i, ian is 9 qin Wis ats dom Gee <a. 264,171.78 
Total premium income in 1902..... 588,067.19 


New insurance written in 1902... .13,745,242.79 
Insurance in force January 1, 1903. .24,445,924.90 
Total paid policyholders since organ- 

IN» <a sain ph ta.se (ater chaste ok: tne g Skok a 7,163,043.94 
Proposals for insurance examined 

and postponed or declined, 1902.. 1,043,551.00 





PRESIDENT WITTER MAKES A REPLY. 


Claims Commissioner Dearth Is Unfair in His 
Report on the Methods of Northwestern 
Life and Savings. 


Commissioner Dearth of Minnesota had 
the Northwestern Life and Savings of Des 
Moines examined by Actuary Wolfe of New 
York. The report made public shows the com- 
pany in sound financial condition, with $43,000 
net surplus. The report criticises the company 
for using alleged deceptive estimates on results 
and for diverting too large profits to stock- 
holders, part of which, the commissioner 
claims, is being paid under cover of agency 
and management expenses. 

The Northwestern is the pioneer in writing 
the ten-year bond, which is sold in shares. For 
example, if a man pays $100 a year, the com- 
pany guarantees the return of $1,000 at the 
end of ten years and, in addition, will pay 
such profits as will have accumulated. The 
death benefit is small, it consisting of the pre- 
mium paid and a modest increment. 


In regard to the report of Commissioner 
Dearth, the president of the company, D. F. 
Witter, gives the following statement: 

“The Northwestern Life and Savings Com- 
pany, which was recently examined by the 
Minnesota department and found to be in 
excellent financial condition, has been made 
the subject of unfair criticism by Commis- 
sioner Dearth in his report. Methods of book- 
keeping and business policy, which have met 
with the sanction and approval of every other 
insurance department that has examined the 
company, is here made the subject of lengthy 
and arbitrary criticism, although Hon. J. B. 
Reynolds, the actuary of the Missouri de- 
partment, who examined the company March 





7, 1901, said, in his report: ‘The books of the 
company are well kept and seem to be adapted 
to the character of the business transacted.’ 

“A piece of literature issued in the early 
history of the company, and which has not 
been in use during the past four years, is re- 
produced in full. The estimated results of 
settlement formerly used in soliciting are criti- 
cised, although the company no longer pub- 
lishes estimated results. The disposition of 
the report is manifest, when it is remembered 
that in 1902 there were but ten companies in 
the United States that took in more premiums 
on new business than the Northwestern Life 
and Savings Company, although it is only six 
years old. 

“The policy contract by which ‘this success 
has been attained provides for a limited ex- 
pense loading, consisting of the first year’s 
premium and 9 per cent of each subsequent 
premium, from which all death losses and 
every expense must be paid. All the profits 
derived from every other source of income, 
including lapsed and surrenders, are guar- 
anteed to the policyholders. No other com- 
pany issues a ten-year endowment policy so 
favorable to the policyholders. This fact has 
aroused the jealousy and antagonism of the 
managers of the other companies. 

“It was known to the Northwestern Life 
and Savings Company that Commissioner 
Dearth was in close correspondence with rival 
agents in this city. Copies of some of this cor- 
respondence are now in the possession of this 
company. Rumors were in the air that an 
arrangement had been made by certain rival 
agencies for this examination several months 
in advance of the examination of the com 
pany, and correspondence which is in the pos 
session of the company tend to confirm these 
rumors. 

“The commissioner attempts to make it ap 
pear that the company has made exorbitant 
profits. If the company’s business had been 
but one-half of what it was during the past 
year, it would have been larger than more 
than one-half of the life companies doing busi- 
ness in the country, and yet the company would: 
not have made any profits for its stockholders. 
Under its limited expense loading plan, it must 
be remembered that this company cannot go 
into its policyholders’ surplus for expenses. 

“The officials of the company state emphatic- 
ally that there has been no mismanagement : 
that the policyholders’ funds have been and 
always will be preserved intact, and that the 
integrity of each and every contract will be 
preserved, both in letter and in spirit. 

“By referring to the report of Mr. Dearth’s 
actuary it will be readily seen that all the ex- 
penses of the company since its orgahization 
have been safely within the expense provisions 
of the policy contract; that the company is 
solvent beyond any peradventure of doubt, 
and that all its assets are ‘gilt edged,’ being 
invested in the best class of Iowa farm mort- 
gages, and loans on its own policies.” 


The following letter is sent out by Secre- 
tary Crowell, of the Northwestern, in reply 
to a policyholder’s inquiry: 

February 19, 1903. 
Robert C. McGill, St. Paul, Minn. 

Dear Sir:—We have your kind favor of the 
18th and have carefully noted what you say, 
and also the clipping you furnish us. We 
simply have this to say: That by the terms of 
our policy contract, which is very clear and 
distinct, this company has a specific expens« 
loading. It does not matter how much or 
how little the company makes out of this part 
of the premiums, as it does not affect the 


‘policyholders’ account one hair’s breadth. This 


expense loading consists of the first annual 
premium and 9 per cent of each future pr« 
mium, out of which the company guarantees 
to pay every death loss and every expens 
during the ten-year period. So that 91 . r 
cent of nine premiums is guaranteed by 
terms of this contract to be placed to the ered 
of the policyholder. This, if you will rea 
your policy carefully, you will notice, at 4 per 
cent interest, exactly makes the face of th 
contract at the end of ten years. Added t 
this. the company forms a savings fund made 
up from the four distinct sources of profit set 
out in the policy contract. This policy has ad 
vantages over every other which you ever 
saw. The first is the definiteness of the con- 
tract. It is the only company which has an 
absolutely limited expense loading. You will 
notice that the reserve fund made up of t 


eiaiaaed 26, 


1903. 


nine premiums stated, cannot be disturbed for 
anything. The company must bear all bur- 
dens of taxation, losses on investments, all 
death losses, and every loss or expense of 
every class and nature. The policyholders’ 
surplus fund, which is made up from the four 
distinct sources of profit set out in the policy 
contract, cannot be used for any purpose. 
These sources of profit have usually been ac- 
cunutlated ‘through jong periods of years 
and built up enormous surplus accounts with 
many of the leading companies, which has led 
to extravagant management expenses; whereas 
this company has guaranteed that all of these 
profits shall accrue to the members and that 
at the end of each ten-year period, all of them 
shall be divided with the persistent policy- 
holders. This will prevent the company from 
ever accumulating these millions of unneces- 
sary surplus, which breeds extravagant and 
heavy expenditures with life companies gen- 
erally. Now, suppose this company has made 
$104,000, as this report alleges, during a period 
of something more than six years in trans- 
acting $24,000,000 of business. Or, in other 
words, have made a saving of less than one- 
half one one per cent. This is certainly not 
very extravagant. It would have been a sim- 
ple thing to have used this extra one-half per 
cent and not have made any saving whatever. 
In order to make this saving the company 
has had to manage its business very much 
more economically than has been the custom 
with any of the other companies. Then, if 
we look at it in another light, these short- 
term endowment policies being written for 
the small amount of insurance and the short- 
term on which they settle, have not required 
the expense of an examination. Had we 
heen required to have spent $5 for an examina- 
tion of each one of these policies to the local 
examiner and 50 cents to the medical depart- 
ment at the home office, this would have been 
an expense for examinations alone of more 
than $200,000, which is nearly double the 
amount of profits that it is claimed the stock- 
holders have been able to save out of this 
enormous business during the past seven years. 
Now, the real facts are that the stockholders 
have never drawn out of the business but a 
very small sum of money. They have put into 
the business their origin: il $25,000. They 
have, by extreme caution, saved a little some- 
thing from year to year which has been. left 
in the business to make up the $100,000 paid-up 
capital stock, all of which is still in the busi- 
ness and is there to protect the interests of 
the policyholders and carry out the contracts 
on the company’s side, which is, that all death 
losses and expenses shall be paid out of their 
part of the premiums. Any company which 
would mow up too close to the line in their 
expenses would certainly be dangerous, in 
that it might not be able to even keep its 
promises. This company, if it should make 
something for its stockholders, would cer- 
tainly not be doing its policyholders any in- 
jury, because the policyholders’ account is 
never infringed on for anything, not even to 
help pay a death loss. 

I hope this will clearly explain the workings 
of this company, so that your confidence may 
be rewarded. 

Thanking you for your kind letter, I am, 

Yours truly, 


*C. C. Crowe Lt, 


Secretary. 





MUTUAL LIFE’S LARGE WRITINGS. 

The Mutual Life of New York, whose an- 
nual statement was recently published in this 
paper, made large gains in every particular. 
In the statement the amount of paid-for busi- 
ness for the last year 
now announced to be $206,676,176, as against 
$194,371,100 in 190t. In Chicago and Cook 
county the Mutual waote $14,712,690 last year, 
which is a magnificent showing for Manager 
W. B. Carlile and his agents. 

~~ +> 


was not given. It is 


CARLILE BANQUETS HIS FORCES. 

W. B. Carlile, manager of the Mutual Life 
of New York at Chicago, three years ago in- 
augurated the custom of giving an annual ban- 
quet to his agency force. Last Friday night at 
the Auditorium was the third occasion of this 
kind. Mr. Carlile is a master-hand in crea- 
tions of this character, as most excellent taste 
was shown in everything that was done. The 
banquet hall of the Auditorium possibly never 
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was decorated 
niously. 


more beautifully or harmo- 
The agency force of the Mutual 

Chicago certainly did itself proud in the ap- 
pearance of its membership. All the men 
showed their loyalty to the company and its 
Chicago manager through various mediums 
One of the pleasant features of the occasion 
was the presentation of a magnificent punch 
bowl to Mr. Carlile by his agency corps, the 


address being given by H. C. Pegram. Prizes 
were awarded by Mr. Carlile to W. Pur- 
sell, Dr. H. C. Castor and C. A. Jones. The 
medical and local departments of the com- 


pany in Chicago were represented, and others 
present made brief talks. Mr. Carlile reviewed 
the work of the Mutual Life in Illinois since 
1897 and compared its increase in producing 
power with two rival companies in the State 
and various other States, showing the Mutual 
holds first place. J. A. Jackson was present from 
the agency department of the home office, and 
gave a talk on different features of the com- 
pany’s work, told something of its early his- 
tory, its first president, and then brought out 
a few argiiments for some of its policies. The 
affair was an admirable one in every partic- 
ular. Letters and telegrams of regret at not 
being present were read from various home 
office men. 





POLICY LIENS COUNTED GOOD ASSETS. 


Massachusetts Will Admit Them in Future- 
Attorney-General of that State Reverses 
a Former Opinion. 


3oston, Feb. 24.—(Special.)—The attorney 
general’s office of Massachusetts has brought 
itself conspicuously before life insurance men 
by reversing a decision previously rendered 

regard to the admission of premium liens as 
The original decision 
insurance commissioner to 


assets. directing the 
throw these liens 
out as assets was rendered while the late At 
torney-General Knowlton was in office. The 
present decision reversing that order is 
sidered remarkable, first, because 
of the office are not, as a rule, 
the succeeding administrations, 


con- 
the decisions 
changed under 
and because it 
is understood that the decisions in both cases 
were written by the same as#stant in the at- 
torney-general’s office, and therefore amount 
to a change of opinion in the same mind, 
though the latest decision, as published, does 
not recognize that any such change has taken 
place. 

The question of premium liens was_ first 
brought to the attention of the attorney-gen- 
‘ral by Insurance Commissioner Cutting in the 
early part of .1901, when the statement of the 
Mutual Reserve was received, showing that its 
assets had been increased some $9,000,000 by 
the interjection of premium liens. Commnis- 
sioner Cutting stated that in his opinion these 
liens should but that 
though the 
of the 
sustained 


not be allowed as 
should be valued as 
face had been reduced by the amount 
liens. The attorney-general’s office 
him in this contention. The decision affected 
the Mutual Reserve, the Provident Savings 
Life and one or two other minor companies. 
The question was complicated by the fact 
that the companies issuing these were 
collecting interest from their policyholders 
thereon at the rate of 5 per cent per 
and in 1902, at the reque st of 
the commissioner 


assets, 
the policies 


liens 


annum, 
the companies, 
submitted the question of 
making allowances for this interest to the attor- 


ney-general’s office. As a result, the commis- 


sioner was directed to give the companies 
credit in their assets on account of this in- 
terest. 


This brought the whole question into a still 
more complicated state, and this year the com- 
missioner submitted the whole matter of valu- 
ation where premium liens existed to the attor- 
ney-general. As stated, that officer now re- 
verses his former decision and decides that a 
premium lien must be admitted as an asset so 
long as it does not exceed the reserve upon the 








15 
policy, and that this decision is to be applied 
to all liens of whatever description. 

The department will therefore admit pre 
mium liens as assets this year in so far as they 
are reported by the companies, althougn the 
department does not believe that, as a matter 
of sound life insurance principle, 
should be admitted. In 
under the law, the 
general always controls, and the 
commissioner is relieved from any 
bility in the matter. 


these liens 
this kind, 
attorney- 
insurance 
responsi 


cases of 
opinion of the 


The matter is of far-reaching importance to 


a few companies. The great bulk of legal 
serve companies is not directly interested in 
the question of premium liens. They merely 


look at the matter from the standpoint of un 
derwriting practice. The 
principle that premium liens are to be ac 
cepted as assets makes possible an extended in 
flation of this item in the 
panies. 


admission of the 


of com 
however, 
Premium liens are not likely to 
be taken up except by companies compelled to 
do so by especial circumstances, for it is not 
an advantage to any 
portion of its assets 
premium liens. A number of 
porting to the Massachusetts 
be affected by the 


statements 
It has no particular effect, 
upon surplus. 


company to have a large 
head 

companies re 
department will 
attorney-general’s decision, 
among them the Mutual Reserve, the 
dent Savings, the Bankers Life of New 
and the Security Mutual of Binghamton. 


listed under the 


Provi 


York 


BOWLES RETURNS TO MILWAUKEE. 


Thomas H. Bowles, who has been located 
at the Waldorf-Astoria in New York ever 
since he filed his sensational charges against 


President McCurdy, of the 
returned to Milwaukee. He 
any statement as to the status of his crusade 
against the Mutual Life. It is not thought 
that Mr. Bowles accomplished very much dur 
ing his stay in New York. 


++ ++ 


Mutual Life, has 
declines to make 


EXECUTIVE COMMITTEE TO MEET. 
The executive National 


f Life Underwriters will meet in 


committee of the 
Association o 
Hartford on April 15, and will be the guests 
of the Hartford life insurance companies dur 
ing their stay in the city. 
-~ + 
JACKSON AND THE MUTUAL SEPARATE. 
5. © 

with the 


Jackson, for many years 
Mutual Life of New York, at its 
Chicago office, previous to that being in busi 
ness at St. 


connected 


Louis, 
Mutual 
pendent life 


has severed his connection 


with the 


and will establish an inde 


insurance office in 
is vice-president of the Chicago 
Underwriters 


brokerage 
Chicago. He 
Life Association. 

+ + 
TARBELL AS A WRITER. 


In the March number of Everybody's Maga 


zine appears an article entitled “Confessions 
of a Life Insurance Agent,” being the per 
sonal narrative of a distinguished vice-presi 


dent of one of the large life companies. 
the author of this 
anonymous, it is no 
Vice-President 


While 
interesting experience is 
doubt from the pen of 
Tarbell, of the Equitable, 
whose career as a solicitor was exceptional and 
notable. 
+ + 
WAS KNOWN IN TOLEDO. 

Dispatches from Chicago on February 17 
announced the raiding by federal officers of the 
office of the 
quick 


was 


Nicaragua Company, a get-rich 


concern. Among the officers arrested 


Toledo. 
Toledo life 
he was last spring appointed district 
agent of the New England Mutual. He did 
not make a success of life insurance and re 


Roulet, 
somewhat 


George U. 
Roulet 
men, as 


formerly of 


was known to 


signed early in July to go with the Nicaragua 
Company. 
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February 26, 1903. 











AMONG THE GASUALTY MEN. 


CASUALTY RETURNS FROM WISCONSIN. 








What the Companies Achieved in Their Various 
Branches in the State Last Year. 
Many Good Records. 


The following are the Wisconsin casualty 
returns: 


Premiums Losses 
Name of Company. teceived. Incurred. - 
American Bonding 
DE Siceee «debian eee aera $ 5,981 $ 460 
tna Indemnity- 
DEE, s204600eédvss dese - weaved 
PRT ee 3,140 eevee 
ON Serre rrr re 1,197 275 
American Surety 
SRA ee 3,413 3,307 
DE Geret sites eas cess 3,163 658 
Bankers Surety 
Fidelity and Surety ....... ee 
City Trust Safe Dep. & Surety— 
i. errr ee ere aS 0 & Ome 
| a ere ee )) ree 
Kxmpire State Surety ......... ~ 3§«beeur 
Fidelity & Deposit— 
PE devec¢sstaoeabace 19,001 3,214 
PE tateseceesicvsésnns | ae re 
National Surety 
Fidelity and Surety ....... OS ee 
Pacific Surety 
OE ae eee 1,891 271 
DE ‘cteobeaepoenacewes se CF «8K. 


U. S. Fidelity & Guarantee— ° 
DET scusnensécesenes 2,813 4,566 
Fidelity and Surety ....... 37 
itna Life (Accident Dept.)- 


PE bc ke habeeeecceeae 15,710 4,795 

Employers’ Liability ...... 10,367 55 

Tn Sitceeee woeees'on< 1,678 399 
Central Accident 

Ace - . OTT TT TTT Te ee 9,193 2,890 

SY sioscin in b.¢ a Gaeta ane arden 971 429 
E we Liability 

ei o's 2 sig a a 10,654 5,077 

Employers’ Liability ...... 22,976 13,957 

DE etatd otc ce ews oes 482 85 

EE. ¢¢uxo eaters seourse 1,726 2,096 
lidelity & Casualty 

Tee ree 42,941 15,005 

Employers’ Liability 33,103 281 

Burglar BCR rrr 19,518 2,713 

ET EO oss. 6-0 wae. cial eaee 3,870 1,104 

ae eee 663 663 
lrankfort- 

CS  SEEPOOrr re reerrr een 1,504 584 

Employers’ Liability ...... 30,411 15,365 

STD vay tc an'eebece 41 226 
General Accident 

A Sere ce 3,159 1,265 

Employers’ Liability ...... 2,260 592 
Guarantee Co. of N. A.— 

| RRP RSS errr 424 116 
Iartford S. B. 

OE dc cantesae as 36,357 388 
Lloyds Plate Glass 

ee 6,947 2,063 
London Guar. & Accident— 

DE kate 40394 464:460% 8,082 2,709 

Employers’ Liability ...... 42,835 26,080 
Maryland Casualty—— 

ETT »,044 2,492 

Employers’ Liability ...... 13,850 4,211 

DT v6 600s aee ds 6oeee a 0téCc SR 

DE 0360 6eesaawecener 94 952 

DE ic6s60s scence 1,520 551 

ee EOOENOP ccccccceseces ae. wees 

RT ere See. sxass 
Metropolitan Plate Glass 

rrr re 3,557 1,239 
New Amsterdam Casualty 

PE sacsesevecesoees 633 283 

Employers’ Liability ...... 2,058 356 
New Jersey Plate Glass 

RRP 3.570 1,385 
New York Plate Glass 

Pe TC 6 caw ses ecacene 8,008 2,325 
North American Accident 

CO PETS ere 9,535 3,616 

OO a aa eee 204 208 
Ocean Accident & Guarantee 

DEE caseecevesescvee 1,082 56 

Employers’ Liability ...... 17,910 1,774 

ED 5.06.6 N2 6.0 54b ks a 2,687 90 

ae ) errs 

be cuca ah 6ib6. -6acke a wee 4,385 3,719 
referred Accident 

BOGE 2 cc ccces yp veeence 17,128 1,859 

EE Carer ai Sil eas 0S) 456.8 O-4 2,347 841 
hiladelphia Casualty 

Ph. céveckad tenddeae fer 
Standard 

OE «gk cticnesvececoecis Game 17,445 

Employers’ Liability ...... 4,662 17,2388 

EE. i shawn kmale-e eee ae k's 2,479 1,017 
‘Travelers 

SE: dusts bad danas a 41,957 15,698 

Employers’ Liability ...... 58,213 13,584 

EE An Ws bac bas ne te Mecas 1,222 304 
Union Casualty 

BERNE ces cvecvceqesens 947 3,181 

OS ee ee 4,927 2,034 

aie did am da hee aoe 993 553 
United States Casualty 

RE, Swed 6k0idevehewne 7.991 1,004 





Employers’ Liability ...... 3,094 359 

DD | +000 4%.0 400s ume ws —— 80 §=«. 6a a 

Pe Se ircésesncavae [ae 8 8s Bowes 

ar eee 18 20 
United States Health & Accident— 

PONE. 6 Ss eed id ene oe 8,646 3,963 





CASUALTY APPOINTMENTS. 


OHIO. 
Federal Union Surety, Indianapolis—Eli H. 
Spidel, Batavia; Parke S. Johnson and Robert W. 


as at ee Cincinnati. 

U. ‘idelity & Guaranty—Frank L. 
H. E. ‘fain and W. P. Glenn, Columbus. 
MICHIGAN. 
tna Life (Accident Dept.)—-George W. 
ens, Coldwater; H. M. Merrill, 

& Hart, Manistee. 


Griffith, 


Stev- 
Marshali; Wallace 


New Jersey Plate Glass—N. W. Mather, Grand 
Rapids; G. W. M. Hunt, Kalamazoo. 

Home Mutual Benefit, Ind.—J. C. Edden, Kala- 
mazoo. 

Michigan Benevolent, Mich.—David Foder, Big 
Rapids; Myron Searles, Watervliet. 

Stockmens Indemnity, Mich.—Edgar Morse, 
Adrian; W. J. Byers, Charlotte; R. C. Rolls, Eaton 
3utler, Mason; D. N. Seaman, St. 


Rapids; A, 
Louis. 

Standard Benefit, Mich—A. B. Wooten, Bel- 
laire; Ed. Seaman, Bellaire; F. H. Glover, Battle 
Creek; W. E. Armstrong, Fenton; F. J. Vangor- 
don, Hitchcock; A. C. Wright, Pellston. 

U. S. Accident, Mich.—H. Hermance, Mus- 
kegon ; i, Johnson, Spencer; F. A. Coates, 


Spencer; C Tefft, St. Louis. 

Metropolitan Plate Glass—H. E. Raymond, De- 
troit. 

U. 8. Casual McGill, Port Huron. 





Michigan Wenevolent. 8. A. Garmer, Kalkaska ; 
Myron Blood, Tecumseh. 

‘Standard Benefit, Mich.—G. H. 
Blanc: W. B. Austin, Holly; H. C. 
John Sheff, Manistee. 

U. S. Accident, Mich.—W. 
fort. 


Jones, Grand 
Church, Holly ; 


S. Hodgkins, Frank- 


WISCONSIN. 

La Crosse Mutual Aid—William L. Boyce, 
Grand Rapids; C. A. Sawyer, Hartmann. 

Northwestern Casualtvy—F. Edwin Davis, Hud- 
son: J. W. Bruce, Merrill; C. S. Greenwood, V. R. 
Toogood, Lake Mills. 

Union Accident & Benefit—W. B. Le Fave, 
Marinette; J. A. Legauld, Marinette. 

Western Relief—Lewis L. Lawson, Athens; 
Jacob Bush, Broshead; (. H. Krieger, Marion. 

Wisconsin Casualty i , Westby : 
J. P. Barrett. Tomah: J. E. Berry, Fond du Lac. 

Northwestern Accident & Benefit—Orron C. 
Cooley, Lancaster. 

Wisconsin Casualty—J. P. Pierron, Fredonia; 
FE. Karlen, Monticello; D. R. Denning, Watertown ; 
Sam Olson, Bruce; Louis Savord, Appollonia. 

INDIANA. 

National Surety—J. E. Sedgwick, Martinsville ; 

. J. Leonard, Alexandria; W. Sherman Christy, 
Danville. 

Union Casualty & Surety—Lee R. Kinnear, 
Ilaute. 





Terre 
_ fa aad 
LOYAL MUTUAL HAS REINSURED. 

The Loyal Mutual Accident Association of 
Piqua, Ohio, has reinsured in the North 
American Accident. J. B. Sheridan, secre- 
tary of the Loyal, will become manager for 
the North American in the central States. 

~~ ~ 
BaNK BURGLARY IS PROSPERING. 

Bank burglary insurance is now enjoying a 
season of prosperity. During this time of the 
year, when many. banks are being robbed, there 
is naturally more activity in the bank burglary 
insurance business. Some very large policies 
have been written in the West during the last 
few weeks. 

+ Saad 
INCREASE IN ACCIDENT TICKETS. 

Since the number of railway accidents have 

multiplied recently, there has been, in certain 


quarters, an increased demand for accident in- 


surance tickets. As a general rule, most of 
the commercial travelers carry permanent ac- 
cident insurance policies, but there are a large 
number of men who only travel periodically 
who have now contracted the habit of in- 
suring themselves against possible accidents. 
Under ordinary circumstances, these men 
would feel as secure in the trains as in their 
own beds, but the multiplicity of accidents has 
rendered nearly all the women and a number 








of the men quite nervous, and the result is 
that a great number of these periodical travel- 
ers, who formerly would never think of acci- 
dent insurance, now regularly buy the little 
tickets entitling their relatives to recover good 
round sums in case anything should happen to 
them on the trip—London (Ont.) Press. 


EXTRA CHARGE FOR ELEVATORS. 

The employers liability managers at Chi- 
cago, representing companies belonging to the 
liability conference and others, are endeavor- 
ing to secure an agreement to make an extra 
charge for elevators used in’ factories and 
business houses not intended for the public. 
At present the regular employers’ liability rate 
includes the elevator, but liability men are con- 
vinced that this extra hazard should carry an 
additional rate. 

BONHAM AND THE PREFERRED. 

E. A. Bonham, Indiana manager of the Pre- 
ferred Accident of New York, has a plan for 
dividing the State into districts, the supervisors 
of which may report to the Indiana agency or 
to the home office as desired. He believes he 
can greatly increase the annual business under 
this plan. Mr. Bonham took hold of the 
P. A. fourteen years ago, when the business 
in Indiana was $15 a month in premiums. He 
was connected with the agency of the New 
York Life, and took on the accident insurance 
as a side line. He dropped the New York 
Life last year, to give his whole attention 
to his former side line. Mr. Bonham does not 
have a high opinion of health insurance and 
believes the companies will have to drop it. 
He thinks the accident departments will event- 
ually resolve themselves into preferred risks 
exclusively. He believes Indiana ought to have 
a law requiring insurance companies to make 
separate statements of assets and liabilities in 
their different departments. Mr. Bonham is 
gallant enough to say that Mrs. Bonham is the 
better agent of the two. 





CASUALTY NOTES. 


The Hartford Life has a bill before the Con- 
necticut Legislature authorizing the company 
to write health insurance. 


The North American Accident Company of 
Chicago has established a department at Den- 
ver, with Assistant Secretary F. F. Forest as 
manager. 


Indianapolis agencies report a gratifying 
growth of liability insurance. It is said there 
is only one large concern in the city without 
it—a furniture factory, whose owner never re- 
covered his equanimity since the time he was 
asked to pay 4 per cent. He continues to re- 
main “sore.” 


WANTED. 


An experienced man to represent in Cleveland, 
Ohio, one of the largest and oldest Accident In- 
surance Companies writing the most liberal acci- 
dent and health policies on the market. Address 
‘*S,” The Western Underwriter Co., Cincinnati 
or Chicago. 


THE ATNA LIFE 


has a little excellent territory in 
Ohio not yet occupied. Three good 
agents wanted immediately. 


COLLIN FORD, Manager. 
Aetna Bidg., 413 Vine St., Cincinnati, 0. 














HARRY W. OVERMAN & CO. 


General Agents 
MARYLAND CASUALTY CO., 
184 La Salle Street, Chicago, Ill. 


We pay better commissions for Accident Insur- 
ence than any other General Agency. 





Special and local agents wanted to 
represent us. We write Personal 
Accident, Plate Glass, Health, Em- 
ployers’ Liability, Steam Boiler, Auto- 
matic Sprinkler and Burglary Insur- 
ance. 





i 
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TOPICS FOR LIFE INSURANCE FIELD WORKERS. 
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especially in 
view of the proposed amendment to the anti- 
rebate law of Illinois. The law, as it at pres- 
ent stands, holds a company and agent jointly 
liable in case the latter rebates, whether the 
company has knowledge of same or is a party 
to the transaction or not. The Supreme Court 
of the State has held in a decision just ren- 
dered against the Franklin Life of Springfield 
that the company is liable for the acts of its 
agents. 
an 

The constitutionality of the law has never 
been passed upon by the Illinois Supreme Court. 
It is very doubtful whether the anti-rebate 
law is constitutional. In the opinion of a 
number of lawyers it is regarded as class leg- 
islation and restricts the right of private con- 
tract. According to this opinion, the law has 
not the right to say to an individual how he 
shall dispose of his income, provided there is 
no discrimination among policyholders. The 
company has received its share of the com- 
mission, and the agent is held to be free to 
do with his remuneration as he sees fit. 

The subject of contesting the Ohio anti- 
rebate law and instituting proceedings was 
brought up by the Cincinnati Life Underwrit- 
ers Association a few years ago, when evidence 
was secured against a manager of a company 
for rebating. A fund was subscribed to pay 
the expenses of the suit. The opinion of emi- 
nent counsel was secured beforehand, and all 
agreed that the Ohio law was not constitu- 
tional, and those therefore who prosecuted the 
suits would be subject to proceedings for 
damages. 

Judge Cunningham of the District Court, sit- 
ting at Colorado Springs, declared the law of 
Colorado to be unconstitutional on the ground 
that it was class legislation and infringed the 
right of contract. In Colorado the law pro- 
vides for a fine of $250 and a revocation of 
the agent’s license for three years. The Colo- 
rado decision is from the lower court, but it 
probably indicates the judicial mind unon this 
question. 

ON 

Life insurance men in general have felt that 
an anti-rebate law of some character is bene- 
ficial and have preferred probably to let it 
stand without pushing it to a decision. It 
is doubtful whether there are any great bene- 
fits to be derived from an anti-rebate law. In 
the first place, companies are not deterred 
from checking rebating on account of it. They 
regard it as unconstitutional and really do not 
look upon it as of much moment. Agents who 
understand the situation are not held in check 
in giving rebates on account of the law, be- 
cause they believe they have a right to do 
as they please with their commission and suf- 
fer no twinges of conscience on account of 
violating a statute. In case of a large agency 
force, like that of the New York Life, for 
instance, the anti-rebate law can probably be 
used to hold its army of agents in line. As 
is known, the New York Life is one of the 
companies that is vigorously endeavoring to 
uproot the practice. It employs many new men, 
and the anti-rebate law can be used effectively 
by having it held over them. 

Life insurance companies which are noto- 
rious in allowing their agents to rebate, and 
whose officials are perfectly aware of the fact 
that the agents do rebate, are seldom caught 
in the meshes of the law. It is about as diffi- 
cult to prove that an agent gave a rebate as 
it is to prove arson. The assured who has 





been befriended by having part of his first 
year’s premium cut down, surely does not care 
to appear before the court and give evidence 
against the agent. There are very few men 
who have the courage when they secure evi- 
dence to prosecute the offender. Life insurance 
associations in some cases have raised funds 
to’prosecute rebaters, but the securing of the 
evidence and carrying on the prosecution is 
pretty expensive, and nothing of any moment 
has come out of it. The guilty companies are 
therefore allowed to escape, and when any 
prosecutions are brought it is largely against 
companies that are using every means to stamp 
out the practice. Perhaps no company has 
had the anti-rebate law brought against it as 
the New York Life, and yet this company uses 
its best endeavors to keep its agents from 
giving back part of the commission. The mo- 
tives that inspire prosecutions in this direction 
are largely due to revenge or personal attack. 

Some take the ground that a company should 
not employ agents concerning which they have 
any doubt as to possible rebating. They hold 
that a company can tell whether a man will 
rebate, and that the employment of Tom, Dick 
and Harry as agents is sure to breed a class of 
rebaters. Company officials object to this ar- 
gument, believing that in case of a large staff 
of men especially, there are sure to .be some 
who will violate the rule, regardless of every- 
thing the company may do to arrest such ac- 
tion. The companies state that ofttimes men 
give rebates for services that they feel have 
actually been given them by policyholders 
which, under the technical construction of the 
law, would be called a rebate. Some of the 
low-commission companies have undoubtedly 
better control over their agents, because low 
commissions and no bonus mean that an agent 
cannot live and engage in the practice of re- 
bating. 


aN 

At a recent meeting of the Chicago Life 
Underwriters Association on this subject ex- 
President Wyman of the National Association 
of Life Underwriters took the ground that 
more could be accomplished by every man 
taking the question home to himself and prom- 
ising that he would not engage in such an 
action. He believes that the extermination of 
rebating on part of the individual should come 
from within and not from without. 

Company officials are responsible for the re- 
bating that is practiced by their agents. There 
are two or three companies which have a repu- 
tation for rebating, and the fact is too well 
known at the home office. When the high 
pressure system is put in vogue and a man 
is forced to write a larger amount of business 
than he can naturally produce, in order to get 
the commissions of the company, he is forced 
to rebate. There is absolutely no other alter- 
native. When the thumb screw is turned on 
an agent, he starts a pace that is beyond his 
capability. The high commission system and 
bonus methods are responsible for 99 per cent 
of the rebating that is being practiced. The 
law will not minimize this a single iota. 

aN 

It is often remarked that the stock compa- 
nies are free from the rebating evil. In this 
case the stockholders have a personal interest 
in the company and will not allow funds to 
be thrown broadcast for which no adequate 
return is received. They want their dividends, 
and they desire that the company be economic- 
ally managed to build up a surplus. The dt 
rectors of the company, therefore, have a 
weapon over the heads of the management. 
In case of a mutual company, there is no one 
to object to its proceedings. The money be- 
longs to the policyholders, and they are scat- 
tered the country over. They have no organ- 





ization, and each one’s interest is compara- 
tively small, and hence they pay no attention 
to the money that is being squandered to pro- 
duce a volume of business. If the policyhold- 
ers, who have a personal interest in the com- 
pany, would bring proceedings, or if they had 
control of the management in a vital way, they 
could probably check it by securing a manage 
ment that would not tolerate the practice. In 
the matter of rebating, therefore, the stock 
companies can be commended for what they 
are doing, and it is an unfortunate condition 
that a mutual company being run in the sup- 
posed interest of its policyholders cannot be 
thwarted in its rebating methods. 

In the recent Illinois decision to the effect 
that a life company is responsible for the acts 
of its agents, the question has arisen as to 
the status of the company, even if the present 
amendment passes, 


es SF 
ILLINOIS ANTI-REBATE LAW. 

The Supreme Court of Illinois has affirmed 
a judgment of the trial court and the Illinois 
Appellate Court in fining the Franklin Life 
of Springfield $500 for violating the anti- 
rebate law. The Supreme Court ruled that an 
insurance company is responsible for the acts 


‘of its agents, even when they are not inspired 


by or within the knowledge of the corporation. 
The Franklin Life had a field man in the 
southern part of Illinois, who approached a 
citizen of a town to take the agency of the 
company. In a few days he found another 
man, whom he thought was more suitable, and 
made a contract with him. The first man be- 
came very indignant at this action and threat- 
ened to get even. In the course of time a 
lawyer in the town took a policy from the 
Franklin and the agent gave him a rebate on 
the consideration of the lawyer furnishing him 
the names of some of his friends who.might 
become applicants for insurance. The matter 
proved to be a trap laid for the agent, and 
the Franklin Life and the agent were prose- 
cuted for violating the anti-rebate law. The 
Franklin had no knowledge of its agent’s 
transaction and immediately discharged him 
and also the field man who appointed him. 
The courts, however, have held against the 
company and taken the ground that it was 
responsible for its agent. Owing to the con- 
troversy in Illinois over the proposed amend- 
ment to the anti-rebate law which relieves the 
company of liability, this decision will be of 
interest. It is seen that almost all the prosecu- 
tions for rebating are against companies which 
endeavor by every means to stamp it out 
among their agents, and the rebating compa- 
nies are seldom caught. 
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TEN-YEAR BOND CONTRACTS | 

So far Ohio has ruled against the writing of 
the ten-year bonds, familiarly known as the 
Iowa bonds, but which are now written by 
other companies. As is known, the contract 
provides for no medical examination and the 
rates for all ages are the same. The Ohio 
department, in ruling on this question, held 
that there is no discrimination as to age, all 
ages being charged the same rate. If the 
bonds are written in Ohio the department re- 
quires that younger ages be given the ad- 
vantage. .In Indiana the department will al- 
low these bonds to be written, but requires a 
medical examination. The Franklin Life of 
Springfield, Ill, which has been admitted to 
Indiana, and which issues these contracts, 
therefore has applicants pass through an ex- 
amination to satisfy the ruling of the depart- 
ment. 
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SOME ASPECTS OF ANNUAL 
ACCOUNTING OF DIVIDENDS. 





Now that the sources of tontine dividends 
have so largely disappeared by the allowing 
of cash values and other guarantees during 
the tontine period, while, at the same time, the 
annual dividend companies for the most part 
give similar guarantees, the attractions of de- 
ferred dividends are by no means so great as 
they were originally. 

An agent of a company paying deferred divi- 
dends, who has only an estimate of what the 
policyholders may expect in the way of divi- 
dends at the end of ten or twenty years, pro- 
vided he lives and persists, with nothing if 
he dies or quits, finds competition hard when 
he meets an annual dividend company, whose 
dividends are running almost or quite up to 
his estimates, with no forfeiture for early 
death or lapse. 

To overcome this difficulty various devices 
have been adopted, such as a guarantee of a 
return of 25 per cent of premiums in case of 
death before the distribution period or regular 
return premium policies. A few companies 
have a different plan, however. They make an 
annual accounting with each policy, crediting 
to it its share of surplus from ordinary sources 
and also its share of earnings from tontine 
sources. At any time they will, on request, 
give any holder of a deferred dividend policy 
a statement of the account with his policy. 
From year to year he can see how the divi- 
dends are accumulating that will be his if 
he lives out the required period and continues 
to pay his premiums. Not only is this a source 
of satisfaction to the policyholder, but, if the 
company is making a good dividend record, 
it serves excellently to make him persist. The 
Northwestern Mutual has the great reputation 
for this practice, but the National of Ver- 
mont, Penn Mutual, Home and most, if not 
all, of the Massachusetts companies issuing 
quinquennial dividend policies pursue the same 
course. 

For a long time this practice was almost 
exclusively confined to the Union Central in 
regard to its life rate endowment policies. 
The Northwestern Mutual and National of 
Vermont have regular forms on which they 
show year by year the dividend credits from 
ordinary and tontine sources separately. The 
Penn Mutual merely states the total credit 
to the policy’s account. 

These statements, where a company’s record 
is good, are excellent canvassing material for 
agents. While the dividends accruing are de- 
pendent upon future contingencies, they are, 
with a good company, large enough to appeal 
to a man with any gambling instincts to take 
chances on living and paying till the distribu- 
tion period in order to secure them. Their ef- 
fect on the company is also good in most 
ways. While President Alexander’s argu- 
ments for a ‘big surplus are weighty, the 
strongest argument against the tontine com- 
panies has been that they were extravagant, 
because the day when they -had to settle with 
policvholders was so far distant. Under this 


STATE AGENCY. 


An ambitious man can ob- 
tain the best contract, in the 
best company, for one of the 
best States in the Union, if he 
can fill the requirements. 


Address 


WM. BOSWELL, 














Agency Director, Security Mutual Life, CINCINNATI. 
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sais the ui Saiag of ‘ndialii comes every year. 
A company which is wasting policyholders’ 
money has to admit it every year in the small 
dividends it is apportioning. When the divi- 
dends are thus apportioned they become at 
once a liability and are so charged. This, of 
course, keeps the surplus down and throws 
out of joint comparisons with other com- 
panies of ratios of assets to liabilities. Such 
comparisons are of little value anyway, and 
it is as well that they cannot be made. 


ee s 
SPLENDID ARGUMENT GIYEN 
FOR CONTINUOUS INSTALMENT. 


5 ee Jackson, connected with the agency 
department of the Mutual Life of New York, 
in his address before the Chicago banquet of 
that company, made a very effective argument 
for the continuous instalment policy. Mr. 
Jackson spoke of his little daughter in most 
affectionate terms and the great love a father 
feels for his daughter. He stated that while 
he was located in New York she was still 
living in Des Moines, until the close of the 
school year, and he wrote to her almost every 
day and very frequently sent some token of 
remembrance. He then referred to his daugh- 
ter’s birthday and his custom of sending some 
gift on that day. He very tenderly referred 
to that period as her day of days in the year 
and stated that while his remembrance might 
not possess great intrinsic value, yet the senti- 
ment that went with the present was what she 
prized. He then stated that he would continue 
this custom as long as he lived, so that she 
could keep in fond remembrance her father. 

Mr. Jackson stated that in his strong box, 
along with a life insurance policy, was a let- 
ter, directed to his daughter, which was to 
be delivered to her at his death, which told 
her that the old birthday remembrance would 
be continued during her entire life, and that 
on each birthday anniversary she would have 
a draft for $50, to be cashed by the Mutual 
Life, as provided in the life insurance policy 
that accompanies the letter, it being on the 
continuous instalment plan. He thus stated 
that as long’as she lives her father would be 
recalled on each birthday anniversary and that 
it would serve to cement the old relationship 
and to continue the bounteous love that had 
been theirs during the period when both were 
alive. 

Mr. Jackson’s talk was of a quiet nature, 
couched in most feeling terms. All listened 
very attentively, and no doubt the line of 
thought can be used with men who have 
young daughters. It is one of the most ef- 
fective arguments for the continuous instal- 
ment policy that has been set forth. 
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HELP OF AGENT’S WIFE. 

How can an agent’s wife help her hus- 
band? is a question propounded in the Fidelity 
Mutual Life’s “Question Box.” It is answered 
as follows: 

1. She should learn to judge his feeling by 
his countenance. If he returns from his work 
dejected, downcast, it indicates that he has suf- 
fered repeated disappointments during the day, 
met with rebuffs, and it will be just so much 
sunshine to him to meet with cheerfulness on 
the part of his wife. It is then that he needs 
her encouragement, her counsel, and words of 
cheer. 

2. lf he returns from his work buoyant, 
high spirited, it indicates that he has had un- 
usually satisfactory results, and he is liable 
to gauge the future by those results, ready to 
discount the future by making purchases and 
doing for his family and himself what 
he cannot afford to do. It is here that 
the wife should again remind him, that 
the good fortune of the last day, week 
or month, as the case may be, may 
not be constant, that there may be a reversal, 
that it is not wise to discount the future, but 
to defer the acquiring of luxuries until results 
have been actually achieved and the money is 


in hand. A good agent is naturally a san- 
guine man, and his wife should be his balance 
wheel. 





SCOPE AND POSSIBILITY OF = 
THE PARTNERSHIP POLICY. 


At this time, when life insurance men are 
specializing, partnership life insurance is com- 
ing more and more in vogue. Men are scarcely 
educated to that extent in the business where 
they will take policies of this kind, and hence 
an agent devoting his entire time to it could 
not make a living. Prospects are more diffi- 
cult to get in line because, instead of dealing 
with one man, it is necessary to deal with a 
firm which may be composed of four or five 
men. 

An agent always finds it difficult to talk to 
more than one man in soliciting life insurance. 
It is a rule that a third party will disturb the 
entire effect of the interview. He may not 
say a word, but his very presence is a handi- 
cap. When an agent, therefore, has to talk 
to members of a firm, although they are all 
interested in the proposed action, they will 
interpose objections, ask questions, and this 
firing and counter-firing is very difficult to 
train in the right direction. It requires noth- 
ing short of a masterhand to bring the various 
interests to a common mind at the same time. 

It is believed, however, that when the ad- 
vantages of partnership life insurance are more 
clearly realized it will become more popular. 
There is certainly much merit in a partner- 
ship life insurance agreement, especially when 
the capital or brains or services of a partner 
is a most valuable asset of the firm. His 
death would be a distinct loss that the firm 
might never overcome. If his capital were 
pulled out of the enterprise by his estate, cir- 
cumstances might render it exceedingly em- 
barrassing or impossible to raise the funds 
necessary to carry on the business. A life 
insurance policy, therefore, comes into splen- 
did play and conserves the plant. 

The New York Life, the Mutual Life, Equit- 
able and Prudential have written a number 
of these policies. The plan is to get all the 
members of a firm interested and agree to take 
out a joint policy on the combined life, the 
actuary figuring the correct rate, taking into 
account the various ages of the individuals. 
When death occurs the policy is paid. 

The Northwestern Mutual is entering the 
field of partnership insurance with a new idea 
which does not contemplate the writing of a 
joint policy. The ground is taken that no real- 
ization can be made on the policy unless death 
occurs, and then, of course, the contract ceases 
upon payment of the benefit. The Northwest- 
ern issues separate policies to individual mem- 
bers of the firm, giving the same privileges as 
a regular policy to any person, with the un- 
derstanding that the premiums are to be paid 
from the funds of the firm, and the bene- 
ficiary to be made the firm. If a member 
withdraws from the house he may want to 
continue his policy and change the beneficiary 
to someone else. At death his policy is paid, 
and those of the other members of the firm 
can be continued. 

There is an immense field for partnership 
insurance on either plan, and the successful 
agent who makes a study of it will probably 
be able to accomplish very much in this line. 
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Easy to do but hard to decide—to insure. 

Discontent has a firm abode in the homes 
of the uninsured. 

Worry flutters away when life 
comes. The two are not congenial. 

Hardship does not knock at the door where 
families are protected by life insurance. 

Care brings many a wrinkle to the face, 
which life insurance will help to smooth away 


insurance 


The greatest as well as the cheapest invest- 
ment a man can make—a policy of life insur- 
ance. 


Mortality laws except no individuals. Those 
who think themselves exempt are leaning upon 
a brittle staff. 
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DAY TALKS T0 THE AGENTS 
ON VALUE OF THEIR WORK. 


In his address before the Columbus (Ohio) 
Life Underwriters Association, President John 
B. Day said: 

“In all the great business enterprises at this 
beginning of the twentieth century, there is 
a strong tendency to concentration ‘of capital 
and ability and general affiliation throughout 
all the avenues of business and professional 
life that bring men in closer touch with the 
general and individual good of all concerned. 

“In this great work in which we are en- 
gaged there are company associations, assc- 
ciations of agents of different companies and 
local, state and national associations. 

“Those of us who meet here to-day are in- 
terested in life underwriters associations of 
all kinds, but especially are we interested in 
the Columbus Life Underwriters Association. 

“These associations have had life and 
growth, in greater or less degree, in the 
United States for the past 25 years, but they 
did not assume useful, permanent and com- 
manding importance until within the past 12 
or 15 years, but to-day there is hardly a city 
in the United States of any importance that 
has not an active, useful and prominent life 
underwriters association, and | am truly glad 
that the life underwriters of Columbus have 
fallen in line, organized this association and 
taken that advanced step that will surely lead 
to the substantial well being of every agent 
and every policyholder who are privileged to 
share its benefits. 
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“Tt has been my good fortune to have real- 
ized the benefits of associations such as this 
for many years, and I want to tell you, gen- 
tlemen, that if you will take that interest in 
this association that you should take, do every- 
thing in your power, individualiy and collect- 
ively, to make it useful and successful, you 
will experience benefits therefrom, direct and 
indirect, that will be a pleasant surprise and 
bring gratifying and substantial reward, and 
when the proper time rolls around, and 
are seated at the annual banquet board of 
association, you will deplore the fact that 
have not been having these benefits for the 
past 20 years. 

“I have attended these gatherings where 
there have been some of the most gifted or 
ators in the United States, and as I have 
listened to the eloquent, truthful, logical words 
of these men, and read their utterances in the 
daily press of our great cities, I have been 
touched with feelings of pride and enthusiasm 
for our profession that nothing else could have 
so aroused. 

“There is no calling under the canopy of 
heaven that will bring out and develop the 
better forces in a man’s character more surely 
than this great work of life insurance, and 
none where good methods and first-class abil- 
ity, properly directed, will secure better re- 
ward. 
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“To be eminently successful in any vocation 
in life, there must be first the superior man; 
then must follow an ideal incentive ; after that, 
clean, clear grit and intelligent application, and 
we can let results take care of themselves. 

“There are certainly many exceptionally ca- 
pable men associated with life insurance work, 
and the opportunities for doing good are al- 
most beyond human conception. We all know 
what superior ability is demanded of those 
who are in chief control of our different 
companies, and we all know that in our own 
ranks there are men whose abilities command 
for them from $10,000 to $25,000° per year, 
men who would be equal to any position of 
responsibility anywhere, and men who could 
not hold these positions and command this 
income but for their superior abilities. 

“Let us speak of one whose name is fa- 
miliar to you all, a man who is but 40 years 
of age, and who a few years since was carry- 
ing the rate book in the State of Ohio. He 
is to-day one of the most conspicuous finan- 
ciers of the world. He is chairman of the 
finance committee of the United States Steel 
trust, chairman of the finance committee of 
‘one of our great life companies, with over 


$300,000,000 of assets, chairman of the finance 
committee of the great reaper and mower 
combine, a copartner in tne great banking 
house of J. Pierpont Morgan & Co., and a 





director in many of the great banking and 
financial institutions of New York City. I 
am sure you all anticipate me, as | refer to 
George W. Perkins. 

“The substantial reward for capable, earn 
est effort in this business develops the selfish 
side of human nature, while the opportunity 
for benefiting our fellowmen develops the sen- 
timental side of man’s character, and, reduced 
to the concrete, our profession is one that ap- 
peals to the best impulses, the best thoughts 
and the best deeds of the very best men. 

“When the husband and father yields, as 
all must sooner or later, to the inevitable, giv- 
ing up the joys of life, or laying its burdens 
down, or both, as the case may be, can there 
be anything earthly more comforting to the 
departing soul than to feel that, come what 
may, there is that anchor of safety for his 
wife and children provided through life in- 
surance, that admits of no shrinkage, no dis- 
appointment, and that cannot be alienated 
from its intended purpose to protect, shield 
and provide all the comforts that a thoughtful, 
anxious husband and father would desire to 
provide for his dependent family? 
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this sentimental, 
selfishness in our 
side is almost as important 
as the unselfish side), is there any avenue 
open to man whereby he can so surely, so 
easily, make provision for advancing and de- 
clining years as through the endowment or 
bond contracts that all you gentlemen are 
selling ? 

‘The annual deposit of a moderate amount 
made with any of our companies represented 
around this board to-day would insure to the 
depositor a competency in his receding years 
of life, greatly lessen his solicitude for the fu-, 
ture, and render the present far more enjoy- 
able. 

“It seems idle to preach these doctrines to 
you, my co-workers in the business, who have 
had all the experience that should make per- 
fect the practices in our work. 

“A concluding thought, and I make room 
for others, that this procession may move 
forward. We are engaged in a common cause 
and our work should be conducted on a high 
and dignified plane. Let us remember that 
we are all good fellows together, representing 
one of the greatest branches of business and 
benevolence in the world, and let us, at all 
times and under all circumstances, think well 
and speak well each of the other. We must 
necessarily have competition, but let it be 
clean, honorable competition. Let us dwell 
upon the merits of life insurance in general, 
and the especial merits of our individual com- 
panies in particular, and not upon the demerits, 
as we may see them with such human eyes, of 
our competitors. 


‘Turning from 
side of life to the 
(and this selfish 


pathetic 
natures 


a 

“No agent in this room to-day can speak 
ill of any regular level premium company 
without casting reflections upon his own. The 
public mind is educated. 

“All intelligent men know that one great 
underlying principle: governs the whole struc- 
ture, all know that the mathematical calcula- 
tions are the same to all, and that the mortality 
tables, loading for expenses, and reserve lia- 
bility apply about equally to all. So let us 
never attack any competing company as to 
stability. It is always legitimate to compare 
contracts and methods, management and other 
differences in a manly way, but let us never, 
under any circumstances, attack a company 
Let it be our aim to elevate and dignify the 
great calling in which we are engaged, and 
abundant reward will surely come to us all 
individually and collectively.” 

s&s KF SK 

Invalids want to insure; healthy men hesi- 
tate. It is only a step from one class to the 
other, but how different the point of view! 

cs Fe 

Fuel may be scarcer even than it is this 
winter with your family if you neglect to ar- 
range life insurance for their protection. 
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Though arbitration is popular, it can have 
no part in deciding the problem of whether or 
not life insurance is a necessity. Indeed, it no 
longer remains a question, but has become a 
fact. In well-ordered households a regular 
sum is now expected to be used for life insur- 
ance the same as for flour, clothes and other 
things which must be had. 





PRESENT PROGRESS AND PROSPECTS 
OF INSURANCE EDUCATION. 


America came the 
and each 
bringing his professional traditions with him. 
These full- 
America 
owes much to European institutions, the 


With the 


clergyman, 


settlement of 


lawyer, doctor teacher 


professions were transplanted 


grown; but, although life insurance in 
Amer- 
ican agency system is mostly a native growth, 
the child of the Nineteenth century. Born in 
the days when things were fast, its de 
velopment has been rapid, so rapid that it 
not had time to consider the training of its 
men or who should be admitted to its ranks. 
It has been a great free-for-all, where anybody 
with the natural ability had an opening to make 
a living without manual labor. 
aN 

The members of other 
found it to their advantage to put up barriers 
to prevent competition from those who did 
not measure up to a certain required standard 
of learning and character, and to maintain for 
their profession a high place in the estimation 
of the public. To do this they have often, per 
haps always, found it convenient to plead the 
advantage to the public of having only compe- 
tent men serve it in a professional capacity; 
and so potent has this argument proven, that 
most of the States have fixed requirements for 
those who would practice law or medicine. 

There was no injustice in this, as there have 
been ample facilities 


done 
has 


professions have 


provided for those who 
desired to prepare themselves for these pro- 
fessions; but there were no opportunities for 
preparation in life insurance. The appointment 
as agent came first, and the training afterwards. 
The training was to give in a very discon- 
nected and _ generally inadequate fashion. 
Some of it came from competition, some from 
books and insurance papers and from literature 
issued by companies and general agents, while 
some managers have conducted schools for 
their men. The knowledge acquired in this 
way was miscellaneous and fragmentary, but 
it was the best there was to be had. Under 
such conditions there was little use to talk of 
requirements for admission to the profession. 

Recently a new light has been breaking. 
Some leading universities have at last seen that 
life insurance is a worthy occupation for men 
to prepare themselves for, and they have un- 
dertaken to give some instruction along this 
line. A number of them have provided lec- 
ture courses, and it is but a question of time 
when courses in life insurance will appear in 
college curricula. Probably, however, the 
greatest impetus life insurance education has 
received in years was given last summer by 
Vice-President Tarbell of the Equitable. 
Through his efforts the subject was thrust up- 
on the attention of college authorities, college- 
bred young men, the profession and the public. 
The interest taken in the school was very en- 
couraging, and the reported success of the men 
who went out from it makes it almost certain 
that it will be conducted again next summer. 
A short time ago the American College of In- 
surance was opened for the purpose of teaching 
by correspondence the science of life insurance 
and the art of selling it. Thus it may be seen 
that a good start is being made in furnishing 
the means of instruction. With this accom- 
plished, it becomes perfectly proper to begin 
considering the expediency of requiring of 
those who would enter the profession some 
preliminary knowledge. 


There are four parties in interest in this mat- 
ter, the soliciting agents, the general agents, 
the companies and the public. The agents have 
interests individually and collectively. It is un- 
doubtedly to the advantage of the individual 
agent that he should have some theoretical 
knowledge of the business before he goes the 
length of entéring it as his regular occupa- 
tion. One of the most important advantages 
is in assisting him to judge in advance his 
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chances of ultimate success. Many men, if 
they knew a little more about life insurance 
and attempted a little soliciting in connection 
with their study of its theory, would conclude 
that they were not cut out for it, to the advan- 
tage of themselves and of the profession. It is 
as impossible for some men to become success- 
ful life insurance agents as it is for them to be- 
come poets, and fortunate are those of this 
class who discover this fact before they cut 
loose from their old moorings. An agent’s 
early struggles are generally hard, and he 
needs to know everything that will help him. 
Furthermore, if he has proper self-respect and 
honesty, he wants to talk like an intelligent 
man amd sell business without misrepresenta- 
tion. How can he talk intelligently on some- 
thing he does not know and explain to others 
fairly a proposition he does not understand? 


aA 

Most men before they buy insurance have 
to be convinced that they need it. This work is 
generally hard enough, even when the prospect 
has no prejudices; but, when he has been de- 
ceived by the misrepresentations of somebody 
else who called himself an agent, or had his 
time wasted and his patience tried by the 
efforts of a man who did not know his business 
very well, it is much harder to produce con- 
viction and frequently hard to get an oppor- 
tunity to attempt to do so. Not only is it to 
the advantage of the high-class agents that 
low-grade men should be kept out of the pro- 
fession, but that some of those already in it 
should be forced out by competition of a keener 
class. If all agents knew their business thor- 
oughly and were square, it would be an honor 
to belong to the profession, and much of the 
difficulty of getting a hearing would disap- 
pear, 

One of the most serious problems the general 
agent has to solve is how to get good agents 
and hold them. He spends his time and money 
seeking men, teaching them, writing business 
with them, giving them part of the commission 
or all of it, possibly making advances to them; 
and then they fail. The lapse of the agent is 
followed by the lapse of part of his business; 
and time, money, labor and renewals are gone 
with nothing to show for them. Under the 
present system the general agents and the com- 
panies through their field managers get 
hosts of agents, who are never’ any- 
thing but a source of annoyance = and 
expense to them. It costs the man who is out 
of a job nothing to try life insurance, and he 
may pick up a few dollars at it even though he 
stays only long enough to solicit his friends 
and relatives. On the other hand the present 
system deprives them of the services of many 
good men. General Agent Saffold of the Prov- 
ident Life & Trust at Cleveland put this phase 
of the question thus: “When I find a man 
with a family on a salary of say $1,000 a year, 
I cannot advise him to quit and go into life 
insurance. I may think he would better him- 
self, but I am not sure of it. He may throw up 
a good position, make a failure, and lose both 
his time and his position. Now. if he would 
take a course in life insurance while still hold- 
ing his salaried position, he would be much 
better able to judge his chances of success. 
Were he to try writing some business at night 
and on holidays, he would know as certainly 
as if he had really gone into the business as 
his regular occupation. If he made a success 
ot his experimental work, he could give up his 
position and go into life insurance with very 
little fear for the future; if he failed in the ex- 
perimental work, he could give up all thought 
on the subject and would have lost nothing 
but the few dollars spent for instruction.” 

~ 

Of the further interests of companies in this 
matter, Mr. Saffold says: “I believe the time 
will come when general agents will not take 
men as agents until they have learned in some 
school the theory and underlying principles 
of the business. When that time comes, the 





competition will be between trained men and 
will be keener, and poorly managed companies 
cannot stand it. Agents, knowing much more 
about the relative standing of companies be- 
fore they enter the business actively, will not 
engage with those whose management does not 
give them a fair prospect of being successful in 
competition. Such companies will have to re- 
form their methods or go out of business. My 
ideas may appear utopian, but I thoroughly 
believe the conditions will come about as I have 
pictured them.” 

The public is now protected by law against 
ignorant lawyers, doctors and teachers, but as 
yet there is neither law nor custom that pro- 
tects it against ignorant life insurance agents. 
The average man has to depend largely upon 
the word of the solicitor, as he knows but little 
about insurance himself. If the solicitor is not 
competent to give advice, what assurance has 
the man that he fs choosing a wise or even a 
safe way of protecting his family? Thousands 
of dollars are invested from hard earnings 
and careful savings every year on the say-so of 
men who mean well but do not always know 
what they are talking about. If the profession 
itself does not within a reasonable time take 
steps to remedy these conditions, the public 
will be justified in taking action to protect 
itself. 

President. Jos. J. Devney of the American 
College of Insurance in a recent address said 
that the first step will probably be the appoint- 
ment of examining committees by local asso- 
ciations of life underwriters, by whom such 
general agents as desire to do so may have 
their candidates for agencies examined, not 
only as to their knowledge of the business, but 
also as to their moral character and previous 
connections. Eventually the State will proba- 
bly take the matter up and require examina- 
tions of those that would become agents. 





New England Mutual Life Insnrance Co. 


BOSTON, MASS. 
CHARTERED 1835. 
ASSETS, $32,721,633. SURPLUS, $3.470,491. 


Splendid territory now open. New policies and 
low premium rates. For agency contracts address 


H. F. McNUTT, Cen. Agt., 
407-408 New EnglandBldg., CLEVELAND, OHIO. 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 


THE PROVIDENT SAVINGS LIFE of New York 
E, W. SCOTT, President. 


H. E. MARSHALL, Supt. Northwestern Dept., 
1301-6 Monadnock Bldg., Chicago. 


WANTED. 


BY AN OLD-LINE LIFE 
INSURANCE COMPANY 


General Agents. 


A New Departure in Placing General Agencies. 








This company has decided to break away from the 
usual practice of placing only one general agent in a 
Siate, by placing one in every county. There are good 
insurance writers in every county, but they are com- 
pelled at present to do their business with the general 
ugent of the State. Under our new rule you do business 
direct with the company. You get the best commis- 
sions. You get renewals, and establish a business not 
for to-day, but for your future years. We want only 
men who are personal writers, and who can get busi- 
ness. ‘he company is old (35 years), reliable and well 
known. We are making ay experiment in this agency 
work, and will try it only in Ohio for the present. Ail 
communications have our word as being treated in the 
utmost confidence. State the amount of personal work 
done in the last five years, and for what companies. 


Address, J. B. LIVINGSTON, Special Representative, 
Hotel Lennox, Cleveland, Ohio. 





INCREASING TENDENCY IN 
SEEKING LOANS ON POLICIES. 





There seems to be an increasing tendency 
with policyholders to take loans on their poli- 
cies. Some of the companies, in opening loan 
departments of this kind, find that the amount 
is constantly increasing. Managers report 
from almost every direction that their policy- 
holders show a marked inclination to seek 
loans. Perhaps the desire to invest money in 
various schemes is partly the cause of this, as 
there seems to be an atmosphere of speculation 
in almost every locality. Good times, produce 
a multitude of enterprises which offer great re- 
turns. Men are willing to take long chances 
on almost anything that has the semblance of 
large earnings. Mining and oil schemes and 
other similar ventures have been a bonanza 
for promoters. Some of them have succeeded, 
but the great majority have failed. The regu- 
lar stock markets have attracted small and 
large investors. Many of these loans, how- 
ever, are for perfectly legitimate and safe in- 
vestments. 

The wise manager will use every endeavor 
to influence his policyholders not to borrow on 
their policies unless they are absolutely forced 
to. When a man mortgages his holdings it is 
always a very difficult matter to get from 
under it. A mortgage on a home is unfortu- 
nately a burden to the average man. He has 
to struggle to lift it. A lien on any other pos- 
session is just as unfortunate as a mortgage 
on a home. Unless a policyholder is forced to 
the extremity, his contract should remain free 
from encumbrance. While life insurance com- 
panies feel that there is no safer loan they 
could make than to their policyholders, with 
the policy held as collateral, yet the brunt 
falls on the policyholders, and it is the duty 
of the conscientious manager to use his in- 
fluence against the seeking of loans. 

It formerly was the idea that no loan should 
be allowed the policyholders, for the reason 
that it was unjust to the beneficiary. It was 
argued that if the way were open for loans 
the holder would take advantage to borraw 
money on a policy for selfish ends and thus 
destroy the protection of his dependents and 
defeat the very end of life insurance. This was 
an extreme view, and yet the tendency at pres- 
ent is toward the other antipode. It usually 
shows that a policyholder has a sense of re- 
sponsibility when he takes out life insurance. 
He trys to keep it afloat, but there may come 
a time when it is necessary to secure a loan 
in order to keep his contract in force. He may 
desire a loan to tide him over a financial 
storm. Loans for such reasons as these are 
well and good, but the life policy should be 
kept unimpaired as long as possible. 
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AGENT’S PRODUCING POWERS. 

It is frequently asked at what age a life 
insurance agent loses his producing powers. 
This depends a great deal upon circumstances. 
A man who enters the life insurance business 
late in life seldom becomes a good producer. 
The work is probably new to him in many in- 
stances, although he may have been soliciting 
in other lines of activity. A man’s habits are 
formed by the time he reaches the age of thirty 
or thirty-five, and he moves along thereafter 
in grooves that he has made for himself. His 
machinery begins running in these courses 
more deeply and deeply, until it becomes so 
fixed that it is difficult or impossible to start 
new paths. A man’s mental equipment and 
his physical powers follow this inexorable law. 
A great many men think that they can enter 
life insurance at any time and make a suc- 
cess, whatever has been their past training, 
profession or practice. It is the exception that 
sometimes proves a rule, but the exceptions 
are certainly rare. A man who enters the field 
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before his habits of mind become fixed can 
adapt himself to the vocation if his attributes 
are of that type required in life underwriting. 
A man who finds the work of life insurance 
congenial, and the results successful, can ac- 
complish almost as much at 65 or 70 as he 
could beforehand. Years add experience, ac- 
quaintances and more evenly balanced judg- 
ment. His heart is mellowed by time, and he 
looks perhaps more at the sentimental side 
of the business and therefore approaches a 
man with higher motives than before. This 
very sincerity and conscientiousness are valu- 
able. It a man has inherited a good physique 
and has not abused it, a ripe old age should 
find him fairly vigorous. Perhaps the pro- 
ducing power of the average man begins to 
decline from 50 to 55. The man who has not 
made a success before that time very seldom 
makes a success thereafter. The great pro- 
ducing power, however, is measured between 
the ages of 25 and 50. 
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DOWN WITH SIDE LINERS. 


Cincinnati, Ohio, February 17.—To the 
Editor: I am very much pleased to see 
THE WESTERN UNDERWRITER take up the 
crusade against the “side-line” insurance 
agents. Every legitimate representative of 
life insurance stands hat in hand, ready to 
give three rousing cheers and a tiger, if you 
succeed in eliminating that unjustifiable and 
demoralizing impostor from the business. 
They have done more to lower the standard 
and dignity of the profession than all the 
“fake” insurance companies combined. We 
can meet and give battle to the latter, because 
we know where to find it, what it professes 
to do, and wherein it is a fraud; but the side- 
line man is like a snake in the grass, of whose 
existence one is unaware until the mischief is 
accomplished. We may call upon a business 
man for weeks and months—and in my own 
experience I have pursued a man for more 
than a year, spent my money freely in enter- 
taining him and making myself solid, drawn 
upon my diplomacy until it was spun thin as 
a spider thread, and exhausted a vast fund 
of laboriously acquired anecdote and fetching 
stories, before I landed him—and about the 
time we feel that our long and patient labor 
is to be crowned with success, some sly Uriah 
Heep, occupying the humble relation of un- 
derpaid clerk, porter, confidential scoundrel or 
impecunious cousin, slips in and gobbles up 
the premium we had talked and reasoned the 
man into paving. Where is there a regular 
agent who devotes the whole of his intelli- 
gence and energy, and patiently acquired ex- 
perience, to the promotion of the business of 
his company, who has not suffered from these 
pirates? Personally, I have been thus robbed 
of many well-earned premiums, and have 
learned a wholesome dread of these sappers 
and miners on the side or in the cellar. In 
former years the regular insurance men of 
Cincinnati were the peers of those in any 
other profession, and just as highly respected, 
but if we are to compete with these curb- 
stone agents who buttonhole every friend 
and acquaintance on the pavement until the 
very thought of insurance becomes a bore and 
a weariness to the spirit, and to buck against 
every man’s private or favorite bootblack, 
barber, gambling tout and empty-bellied poor 
telation, the profession cannot long maintain 
its respectability, and the time has come for 
the regular insurance men to organize, and 
retaliate on the companies and agencies that 
thus prostitute the business. 

With all these side-liners eliminated, and 
the business of soliciting insurance confined 
Where it belongs, to the men who make it a 
Profession, study it, master it, and devote their 
lives to it, there will be quite as much insur- 
ance written, the standard of risks will be 
raised, the insured will know better what he 
is buying, the expense ledger of the compa- 





nies will be reduced in the matter of postage, 
correspondence and bookkeeping, the profes- 
sion will grow more prosperous and respect- 
able, and, instead of the prouder and more 
reputable agent seeking to get out of the 
business and into other fields that have not 
been ravished of respectability, it will attract 
a better class of business men, elevate the 
calling, clothe it with dignity and make it 
equal to responsibility. I am in favor of 
licensed agents, the same as preachers, doc- 
tors and lawyers. On with the fight. 
Cuas, F. RItrer. 
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LAW OF REGISTRATION. 

In the last Illinois life insurance report the 
law relating to the deposit of the reserve of 
state companies with the Illinois department 
is as follows: 


“The Illinois Life Insurance Company of 
Chicago has complied with the requirements 
of the act of April 18, 1899, providing for the 
deposits of reserve and the registration of 
policies in the department, and began the 
registration of its policies October I, 1900. 
The companies now registering their policies 
under the provisions of this law are the 
Franklin Life of Springfield and the Illinois 
Life of Chicago. The provisions of this law, 
which applies only to companies of this State, 
require companies which desire to register 
their policies to make and maintain in the 
department of deposit, in approved securities, 
equal to the reserve on such registered pol- 
icies, less liens which the law would other- 
wise require the company itself to hold. This 
law requires that the department shall hold 
in custody as security for the registered pol- 
icies the amount of reserve less liens which 
the statute requires the company to maintain. 
Additional deposits are required to be made 
from time to time as the reserve on these 
policies increases. The market value of the 
securities deposited must at all time be equal 
to the net value of the registered policies ac- 
cording to the standard prescribed in the 
laws of the state actuaries’ 4 per cent less 
such liens, not exceeding such value, as the 
company may have against it. The certificate 
of the superintendent is required to be in- 
dorsed on such registered policies, which evi- 
dences the fact of registration, and that the 
reserve thereon is maintained on deposit in 
the department for the security of the regis- 
tered policyholders of the company. If at 
any time the deposit shall be Tess than the ac- 
tual value of the registered policies, the law 
does not permit such certificate of registra- 
tion to be executed on any additional policies, 
until the deficit shall have been made good. 
If the company shall fail or neglect to do 
so for a period of 60 days it is to be con- 
sidered insolvent and proceeded against in 
the manner provided by law in such cases.” 





LIFE NOTES 


The trustees appointed by the court in To- 
peka to investigate the Kansas Mutual Life 
have found it to be solvent. 


The National Life, U. S. A., has been li- 
censed in Indiana. Application blanks have 
been sent to the Illinois Life. 


General Agent Trumper of the John Han- 
cock, at Cleveland, is spending February tak- 
ing a rest at Cambridge Springs, Pa. 


The Cincinnati branch of the Canada Life 
led all the American branches of that com- 
pany for the month of January in the amount 
of business written. 


W. H. Seaman has resigned as cashier at 
the Cleveland general agency of the Provident 
Life & Trust, to enter other business. Mr. 
Higbee succeeds him. 


R. W. Kempshall, general agent of the AEtna 
Life at Peoria, Ill, has gone South for sev- 
eral weeks and will visit Hot Springs and 
other points of interest. 


A man who was in several northwestern 
Ohio towns recently ran across two or three 
men who said they had been offered three 
months’ contracts, guaranteeing $18 a week, by 
the New York Life. 


The Security Trust & Life recently issued, 
through its Cleveland office, a 60-year term 
policy. The applicant, aged 36, wanted a pol- 





icy of pure insurance, without guarantees, and 
at the least possible cost. 

E. H. Emory, formerly with the Berkshire 
at Chicago, who went with the advertising de- 
partment of the Chicago Inter-Ocean, has now 
returned to Manager Wyman’s office of the 
Berkshire. 

F. H. Nichols, of Kennedy & Nichols, man- 
agers of the National Life & Trust of Des 
Moines, at Philadelphia, is transferred to the 
home office to become auditor and assistant 
treasurer, 

Capt. W. W. Brown, a Cleveland vessel 
owner, who recently died in Rome, carried 
$100,000 life insurance, of which $90,000 was 
placed for him by General Agent Ward of the 
State Mutual. 


General Agent Taylor of the Berkshire 
Life, at Cleveland, gave a luncheon Thursday 
for Colonel Dyer, the superintendent of agents 
of the company, to which the Cleveland agents 
of the Berkshire and some from nearby towns 
were invited. 

H. A. Van Heyde and Oscar Ameringer, 
who were recently appointed managers of the 
Security Mutual Life in West Virginia, have 
opened commodious offices at Parkersburg. 
The Security Life promises soon to be a fea- 
ture in West Virginia business. 

C. E. Flanagan, an agent of the Northwest- 
ern Mutual Life at Steubenville, Ohio, has 
gone to the Mutual Life of New York, be- 
cause of the transfer of Jefferson county from 
District Agent Miller of Zanesville to District 
Agent Schindler, a new man in the field. Mr. 
Flanagan writes quite a large business. 

O. W. Carpenter, seneral agent of the Union 
Central Life at Cleveland, is now in the midst 
of his campaign for the nominaticn for mayor 
of the village of Lakewood, where he lives. 
The town recently “went dry,” and a great 
deal of the credit for the result is given to 
Mr. Carpenter. 

The Hartford Life last year wrote $14,420,- 
350. Although the deaths in the safety fund 
department and the lapses were rather great, 
the company. in its regular legal! reserve basis, 
is making good increases. It now has on 
hand in the safety fund $1,176,561. Its en- 
tire assets are $3,194,734, with $927,369 in sur- 
plus. 

At a meeting of the policyholders of the 
Northwestern National Life of Minneapolis 
it was unanimously resolved to reincorporate 
under the old line law, but, owing to pending 
legislation, final ratification was deferred until 
April 20, when another meeting will be held. 
Wallace Campbell, vice-president of the com- 
pany, has transferred the duties of superin- 
tendent of agents to A. F. Timme, who will 
fill that position in addition to his present 
work as actuary. 


The Minnesota agency force of the Minne 
sota Mutual Life has recently been strength- 
ener greatly by the addition of John D. Cald- 
well, formerly with the New York Life in 
Chicago; Harry E. George, formerly Minne- 
sota manager for the Canada Life, and William 
Woodhead, formerly with the Northwestern 
Mutual and district manager for the Pruden- 
tial. A. S. Apgar has been made district agent 
for Minneapolis. A women’s department is 
being organized, which will begin operations 
very shortly. 


J. C.’ Trask, general agent of the North- 
western Mutual Life at Cleveland, and a Mr. 
Bishop have purchased the controlling interest 
in the Pennsylvania & Ohio Traction Company, 
which has branches running east from Ash- 
tabula to Conneaut and south to Jefferson, and 
which will build a line from the town to the 
lake shore, where the Lake Shore Railway 
Company is.now engaged in building a large 
park and summer resort. Mr. Trask will, of 
course, continue in the insurance business and 
the active management of his railroad interests 
will be placed in the hands of some experienced 
man in that line. 





Flimsy promises are the basis of some in- 
vestments. Life insurance is founded upon 
scientific calculations and years of business ex- 
perience. The outcome of a policy is never 
uncertain; of few other securities is this true. 


Doubt was long ago eliminated from life in- 
surance. 





Imagination may hinder, courage always 


helps any business career. The possession of 
life insurance gives increased pluck. 


THE WESTERN UNDERWRITER. 














ASSETS (Market Values), 
Jan. 1, 1902, $76,839,027.69 


LIABILITIES, N. J. & N. Y. 
Standard, . $71,933,206.07 


SURPLUS, $4,905,821.62 


Policies Absolutely Non-Forfeit- 
able After Second Year. 





WANTED — Reliable and energetic 


Agents. . . . For particulars, address the 
Company direct, or either of the State 


Agents, whose name, address, and territory 
wre given herewith. ss 3h oS 














Mutual Benefit 


LIFE INSURANCE 
COMPANY, 
NEWARK, N. J. 


DREWRY & McNULTY, 
State Agent for Ohio, 
Office, The Pike Bldg., 

CINCINNATI. 


AMZI DODD, 
President. 





A. S. JOHNSTON, 
State Agent for Michigan, 
Office, Campau Bldg., 
DETROIT. 





IN CASE OF LAPSE the Insurance 
is CONTINUED IN FORCE as — as 
the value of the Policy will pay for; 
or, if preferred, a Cash or Paid-up 
Policy Value is allowed. After the 
second year, Policies are INCON- 
TESTABLE, and all restrictions as to 
residence, travel or occupation are 
removed. 





The Company agrees in the Pol- 
icy to Loan up to the Cash Surren- 
der Value, when a satisfactory as- 
signment of the Policy is made as 
collateral security. Losses paid 
immediately upon completion and 
approval of proofs. 




















ROLLA V. WATT, Mer., 
Pacific Coast Dept.— California, Oregon, 
Washington, Utah, Idaho, Arizona Montana, 
New Mexico, Alaska, Hawalian Islands. 
Royal Insurance Building, 
N. W. Cor. Pine & Sansome, San Francisco. 
JOHN TENNY, Mer:, 
R. EMORY WARFIELD, Ass’t Mgr., 
Middle Dept.—Pennsylvania, New Jersey, 
Delaware, Maryland, Virginia, North Caro- 
lina, District of Columbia, West Virginia. 
Royal Insurance Bullding, 
806 Walnut Street, Philadelphia. 
Jobn H. Law. George W. Law. 
LAW BROTHERS, Megrs., 
Western Dept.-—Illinois, Ohio, Indiana. 
Michigan, Iowa, Kansas, Missouri, Minne- 
sota, Wisconsin North Dakota, South Da- 
kota, Nebraska, Colorado, Wyoming. 
Royal Insurance Building, 
169 Jackson Street, Chicago. 











“The Leading Fire Insurance Company of the World.” 
UNIFORM IN ITS BUSINESS METHODS. 


ROYAL 


Insurance Company. 


Transacting Business in America 
Over Half a Century. 

















C. F. SHALLCROSS, Megr., 
GEO. F. COIT, Ass’t Mer., 
FREDR’K W. DAY, 2d Ass’t Mer. 
New York Department, 

60 Wall Street, New York City 


Geo. P. Field. E. B. Cowles. 


FIELD & COWLES, Mers., 
New England Dept.—Massachusetts, Con- 
necticut, New Hampshire, Rhode Island, 
Vermont, Maine. 
85 Water Street, 


Boston, Mass. 


MILTON DARCAN, Mer. 
Southern Dept.— Kentucky, Tennessee, 
Georgia, Florida, South Carolina, Alabama, 
Mississippi, Texas, Arkansas, Louisiana, 
Oklahoma, Indian Territory. 














Atlanta. Ca. 








AGENTS WANTED 


BY 


Mutual . 
OF NEW YCRK 


Exclusive Territory 


Liberal Contracts 


TRENGTH Ses. 
ECURITY oom 8 sm 
OLIDITY 1 ee 
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ore than half a Century. ; 


irr 
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GUL F OOF Ay, Ex Ay 
pe 


Has worked Successfully. 





JOHN P. MUNN, M.D. 


President. 





FiNANCE COMMITTEE. 











Active and successful Agents who desire to make 
DIRECT CONTRACTS 
with this well established and progressive Com- 
pany, thereby securing for themselves not only an 
immediate return for their work, but also an 
increasing annual income commensurate with 
their success, are invited to communicate with |], 
RICHARD E. COCHRAN, 3rd Vice-President, at 




















the Company's Office, 277 Broadway, New York. 














VALUABLE 
FACTS 
FOR 
FIRE 
INSURANCE 

AGENTS: 


THE QUEEN INSURANCE CO. of America 


Recognizes that conditions are not the same at every agency. 
It therefore makes it a point to know the fire insurance situation locally as 


its agents know it. 


Its combined Dwelling House policy and Daily Report for use in states where a stand- 


ard form is not used has received unlimited praise from its agents and patrons. 


Its Tornado policy is liberal and brief. 
Its forms for insurance of rents are attractive to property owners and materially 


broaden the field of the local agent’s operations. 


agent, 


Its advertising matter is devised with the view of giving prominence to its local 
Applications for agencies given prompt consideration, 


WESTERN DEPARTMENT, CHICAGO. > 
P. D. MCGREGOR, Manager. 


W. L. KING, Ass’t Manager: 
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ly as 


rand- 
rons: 


rially 


local 


ager. 





THE WESTERN 


UNDERWRITER. 








Northwestern _ + 
National Life ==" 


Insurance Company, *®© 


MINNEAPOLIS, MINN. 














TOTAL ASSETS, - - - . - $2,477,292.25 
INSURANCE IN FORCE, - . - 38,129,315.00 
NUMBER OF POLICIES IN FORCE, - 26,159 


W. F. BECHTEL, President. Dr. J. F. FORCE, 1st Vice-Prest. 
WALLACE CAMPBELL, 24 Vice-Prest. and Sup’t of Agents. 
FRED J. SACKETT, Secretary and Treasurer. 


Experienced and ambitious agents can obtain desirable cone 
tracts with promotion according to merit. Address company as above. 





FRANK D. JACKSON, President. 


ROYAL UNION MUTUAL LIFE INS. CO. 


DES MOINES. 


SIDNEY A. FOSTER, Secretary. 





That the reader may realize the progress of the Company, the following Table 
of Comparison is subm: 


Year Premiums Insurance Assets Net Surplus 
1886 $6,089 $234,500 $5,576 $2,139 
1892 35,655 1,148,775 89,126 6,162 


1897 96,148 4,456,659 226,876 35,396 
1901 310,893 9,505,492 753,103 71,694 


The lowa Law Absolutely Protects the Insured. [lost Liberal 
Policies. Highest Interest Rate. Largest Cash Settlements. 


J. W. A. STAUDT, 
STATE AGENT, CANTON, OHIO. 


You cannot afford to spend your time selling Life Insurance without knowing 
what we have to offer, 


BRITISH AM 


HEAD OFFICE, - - - 








= = 


ICA ASSURANCE 0 


ESTABLISHED 1833. 


FIRE AND MARINE. 


TORONTO, CANADA. 




















UNITED STATES BRANCH. 


ist JANUARY, 1903. 


I. ais sini cnn xv'cn nb nneniiy panes eben waesns ts¥s 0960 sens boc Ee 
Liabilities. . 879,227.14 
Net on: 462,378.10 


HON. GEORGE A. COX, President. J. J. KENNY, Vice-President. 
W. T. BLACKWELL, Supt. of Agencies. 





BSTABLISHED 1853. 
coe CT HB coe 


THURINGIA INSURANCE CO. 


OF ERFURT, GERMANY. 





UNITED STATES DEPARTMENT: 
106 Witliem Street, ° ° ° 


F.G. VOSS, Manager and Attorney. 


NEW YORK, 








ILLINOIS FIRE UNDERWRITERS 


OF CHICACO. 


Jas. H. BONFIELD, Chicago, Capitalist 
and Real Estate. 
Sewers. 


Joun T. Barron, Chicago, Western 
Manager American Powder Mills of "ae 3 ial nents end 
Boston, and Barron & Hawley, St. Loans. 
Louis and Chicago. Dr. Richarp Haey, Brighton Park, 
Hox. Wa F. BRENNAN, Chicago, Dep- Chicago, Physician and Surgeon. 
uty Commissioner of Public Works. RANCIS A. McDONNELL, Chicago, 
Attorney and Counselor at Law. 
Dr. Epwin E. Oper, Chicago, Physi- Wa. S. Baker, Chicago, Insurance. 
cian and Surgeon. P.C O’ DonnELx, Chicago, Undertaker. 


DEPOSITORY: Garden City Banking and Trust Co. 


Moderate lines written on strictly surplus business at Tariff rates only. 
New York Standard form of Policy used. Address all communications to 


W. S&S. BAKER & COMPANY, 


General Agents and Attorneys, 
Suite 1305, 155 La Salle Street, 


Patrick E. McDonNeELt, Sr., Chicago, 
Chief Engineer Department of 


CHICAGO, ILL. 














43rd YEAR. 


Home Life Insurance Company, 


OF NEW YORK. 
CEO. E, ae President. 
pebaientnbeoegsaaiees +. «+++ $14,432,216 


Pou acy RESERVE, etc....... 12,025,7 
. \DEND-ENDOWMENT IN cascricesmahatenbsnhinlanes anncesess 983,060 
CONTIN ee os. oleh cas anaiegtann pein mole 100,000 
NET SU URPLUS~ shanccgn Sgbe cine chehne seurnenohaawtees 1,323,407 
LEELA ALE RAED ATI . $68,258,568 





Central Accident . 


....Insurance Company, 
Park Building, PITTSBURG, PENN. 





Capital and Surplus over - = $200,000 





SPECIALTIES: 
An Accumulative Combination Accident Policy --- The 
best policy written. 
New Plate Glass Policy---Mo1e definite and liberal than 
other policies. 


—_— 


The above contracts are che best to buy and the best to sell. 





AGENTS WANTED. 


“~~ PHOENIX 
MUTUAL LIFE 


INSURANCE COMPANY, 





ORGANIZED 1851. 














OF HARTFORD, CONN. 


issues the most popular forms of life insurance 
contracts of any company in the world, For ter- 
titory, liberal terms to agents and sample policies, 
ADDRESS, 
JULES GIRARDIN, Gen. Agt. for Ml., 
ROB’T N. FRYER, Gen. Agt. for Sou. Ohid, 
FOX & NIELSEN, Gen. Agts. North. Ohio, 


The Temple, Chicago, Ill. 
Cincinnati, Ohio. 
Garfield Bldg., Cleveland. 





McDONALD & WINGFIELD, Gen. Agts. for Ky., Keller Bldg., Louisville, Ky. 


THE WESTERN UNDERWRITER. 








THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


CAPITAL 
ASSETS __. 


SURPLUS TO POLICYHOLDERS © 


JUDGE M. DONNELLY, President. 


$200,000 
460,536 
236,382 


F. D. PRENTICE, Vice-President. 
WILLIAM WOOD, Secretary and General Manager. 








INTER-STATE LIFE INSURANCE COMPANY 


Fourth and Elm Sts., CINCINNATI, OHIO. 
CAPITAL, PAID-UP, $100,000. 


Incorporated under the Legal Reserve Laws of Ohio, ...........1901. 
$160,000 deposited with the State for the security of Policyholders. 


A staunch “Old Line” Ohio company, with leading business men 
of Cincinnati in the directorate. 


Issues especially attractive policies on Ordinary Life, Limited 
Payment, Endowment and Annuity Plans. 


A District Agent Wanted for each county in Ohio and Kentucky, to 


whom a liberal contract, with renewal commissions and exclusive ter- 
ritory will be given. 


The Inter-State Life has all the advantages that other good 
companies have and is besides a HOME COMPANY. 

Agents will find it desirable to deal DIRECT WITH THE HOME 
OFFICE of the company which they represent. 

Information cheerfully furnished. Correspondence confidential. 


A. G. TURNIPSEED, President. 


INDIVIDUAL FIRE UNDERWRITERS OF ST. LOUIS 


Licensed by the Insurance 


Department of Missouri. 


$ 900,000.60 CASH_IN oe ble TRUST CO. 
750,000.00 SUBJECT TO CALL 


$1,000,000.00 TOTAL AVAILABLE "ASSETS. 
THE UNDERWRITERS ARE: 





GEorRGE L. ALLEN, President Fulton [ron 


Ss. 

W. K. Brxsy, President American Car & 

Founary Co. 
S. Brookines, Vice-President Sam‘l 

‘Cupples Woodenware Co. 

JAMES CAMPBELL, Banker. 

MurRkaY CARLETON, President Carleton 
Dry Goods Co. 

H. N. Davis, Pres. Smith & Davis Mfg. Co. 

Joun D. Davis, Lawyer. 

R. B. Duta, Managing Director Conti- 
nental Tobacco Co. 

D. R. Francis, President D. R. Francis 
& Bro. Commission Co. 

Jos. M. Hayes, President Jos. M. Hayes 
Woolen Co. 

SaMuUEL M. KENNARD, eens S Ken- 
nard & Sons Cerpet C 

I. H. LIONBERGER, Ecosse. 

P. C. Marrirt, Capitalist. 


GrorGE D. MARKHAM, Senior Partner W. 
H. Markham & Co. 

Evias MICHAEL, Secretary and Treasurer 
Rice-Stix Dry Goods Co. 

I. W. Morton, Advisory Director Sim- 
mons Hardware Co, 

Tuomas H McKirrrick, President Har- 
gadine-McKittrick Dry Goods Co. 

DANIEL C. NUGENT, First Vice-President 
B. Nugent & Bro. Dry Goods Co, 

EBEN RicHarps, Vice-President Mexican 
Central Railroad. 

JOHN ScuLLIN, Capitalist. 

E. C. Samos, Advisory Director Sim- 
mons Hardware Co. 

Corwin H. Spencer, Capitalist. 

D. D. WALKER, Capitalist. 

Festus J. WabDE, President Mercantile 
Trust Co, 

Roiia WELLs, Mayor of St. Louis and 
President American Steel Foundry Uo. 


Applications to W. H. MARKHAM @ CO., Attorneys and Managers. 











Century Building, St. Louis. 





The NORTHERN CENTRAL 
LIFE INSURANCE CO., 


§35, 536, 537, 538 and 539 The Spitzer Bldg» 
TOLEDO, OHIO. 


Has the cleanest and best contracts sold. 

Policies in Amounts from $100.00 to $25, 000.00 
Payments Monthly, Quarterly, Semi-Annually or Annually. 
GRAND OPPORTUNITY TO AGENTS for Territory in 
Pennsylvania, West Virginia and Michigan. 

W. S. MATTHEWS, J. G. ROBISON, 
President. Secretary. 











THEMINNESOTA MUTUAL LIFE 
INSURANCE COMPANY, 


Of ST. PAUL, MINN., 


Offers to competent and active young gentlemen, 


whose antecedents will bear investigation, very 
liberal renewal commission contrac's for exclusive 
management of most productive territory. Its policies, 
rates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 


T. R. PALMER, President. 


J. A. O’Shaughnessy, 
Western Field Manager. 


DOUGLAS PUTNAM, Secretary. 


C. E. Secor, 
Eastern Field Manager. 





aaa 
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HANDLERS OF ALL KINDS OF 


FIRE and MARINE SALVACE. 


PRINCIPAL OFFICE : SOUTHERN DEPARTMENT : 
Nos. 207 and 209 Nos. 714 and 716 
MADISON STREET, WASHINGTON AVE., 


CHICACO. ST. LOUIS. 


LONG DISTANCE TELE. 1. F. SMALL, Superintendent. 

















PHONE, MAIN 275. BELL TELEPHONE, 3081. 








Surplus Lines at Tariff Rates. 


A Lloyds That Possesses Underwriters Whose 
Financial Standing is Beyond Question. We 
Court a Full Investigation 


SCOTTISH AMERICAN FIRE ASSOCIATION. 


Home Office: 195-197 La Salle Street. 
Tel. Central 3485. CHICAGO; ILL. 


A. J. SALOMON, General Manager. 


UNDERWRITERS: 
A. D,. HANNAH—Treas. Hannah & Hogg, wholesale liquors and prop. Brevoort Hotel. 
DAVID HOGG—Pres. Hannah & Hogg, wholesale liquors and prop. Brevoort Hotel. 
HON. JOHN C. EVERETT—Justice of Peace. 
ED. F. KEEFER—Of Doud & Keefer, live stock commission. 
W.L. DOGGETT—Of W. L. Doggett & Bros., real estate. 
J. M. KAISER—Of Eiseman, Kaiser & Co., manufacturer of leather goods. 
JOHN MILLOY—Of John Milloy & Co., wholesale dry goods. 
GEORGE W. HOYT—Of George W. Hoyt & Co., wholesale dry goods. 
B. Z. GLASER—Of B. Z. Glaser & Co., silks. 
N. E. NEWBURGER—General salesman Marshall Field & Co., wholesale. 








